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Do Franklin Representatives 
REALLY wake oo wuck money? 


These Franklinites qualified 
for the 1955 
Million Dollar Round Table 


Their cash earnings 
for 1954 


AVERAGED 


$32,183.62 
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Why the MAN OF MEDICINE needs a life insurance specialist 


When the new polio vaccine was announced, the world 
was dramatically reminded again of its indebtedness to 
the doctor and his profession. Today, all of us can expect 
to live a lot healthier, a lot longer, thanks to medical 
specialization. 

That very specialization, perhaps more than any other 
factor, is why the doctor himself recognizes the need for 
specialization in other fields. In planning his life insurance, 
for instance, he recognizes the need for sound assistance 
from an underwriter specially trained to intelligently diag- 
nose his particular situation. So he seeks out a specialist 
whose broad understanding of life insurance and its many 
applications will enable him to set up a program compre- 
hensive enough to fully protect his family and also provide 
financial security for his future. 

You will be interested to know why so many men of 
medicine turn to the man representing The Union Central 
Life Insurance Company. He is a career underwriter—one 
of the most thoroughly trained specialists in his profession. 
The Union Central underwriter not only understands the 


broad values of life insurance but knows how to apply this 
knowledge to satisfying individual needs and hopes. For 
that reason, he knows how to analyze a wide range of per- 
sonal financial problems as diversified as the situations in 
which they occur. More important, he knows how to solve 
those problems through a complete variety of policies issued 
from birth to age 70 to meet every human need. 

In addition, The Union Central underwriter receives 
continuous support from an alert and conscientious Home 
Office. He is the beneficiary of the Company’s constant 
research and planning. Through the exchange of informa- 
tion at periodic conventions, he learns even more effective 
ways to fulfill his responsibilities to his policyholders. Yes, 
these are some of the reasons why he is the best man to 
know for intelligent life insurance protection. And why 
your best company to do business with is The Union 
Central Life Insurance Company. 


THE UNION CENTRAL LIFE INSURANCE COMPANY 
CINCINNATI 


This advertisement, adapted from a prospecting brochure designed specifically for this field, is just one example of many ways 
The Union Central supports its underwriters with specialized promotional material to fit every type of life insurance market. 
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Investment Plan 
Includes Stocks, 
Ordinary Life 


Col. Credit Is Insurer 
for New Plan to Follow 
Economy Fluctuation 


A monthly investment plan for 
individuals that embraces ordinary life 
insurance, stocks and a bank savings 
account is being field tested in Colo- 
rado under the name Boulder Plan. 

The plan resembles the variable 
annuity in that it is designed to com- 
pine the fixed-dollar certainty of life 
insurance with a type investment that 
fluctuates with the economy. Unlike 
the variable annuity—which Pruden- 
tial has indicated it will write if 
enabling legislation can be obtained— 
the Boulder Plan investor exercises 
personal control over investment of 
his money. He is in a position at the 
time of retirement to decide whether 
or not he wants to live off stock divi- 
dends, or apply his stock and savings 
to the purchase of an annuity. 

The plan also differs from the mu- 
tual fund installment-purchase pro- 
gram covered by life insurance that is 
being sold by agents of Ohio Farm 
Bureau Life. Entailing permanent in- 
surance, it offers flexibility with no 
fixed maturity dates and no set dollar 
amount as an objective. A plan client 
could select any one of the three ele- 
ments, having only a savings account, 
only stock or only life insurance. 

Colorado Credit Life handles the 
insurance in connection with the 
Boulder Plan and Allen Investment 
Co. of Boulder, Col., the stock aspect. 
Both are headed by Allen J. Leffer- 
dink, who, along with his associates, 
also owns two banks. Mr. Lefferdink 
described the plan as a “business 
builder for every end of our opera- 
tion.” 

Clients pay only the commission 
generally involved in the purchase 
of stock and an insurance premium in 
keeping with competitive costs. There 
isno charge for opening the bank sav- 
ings account. 

Each time a client makes a payment 
credit is applied for the amount de- 
posited in a savings account. When this 
Is sufficient to buy a share of stock 
the client has ordered, it is purchased 
and delivered to him. The life insur- 
ance policy is delivered at the time it 
is issued. 

Mr. Lefferdink, noting the plan is 
receiving a good reception, commented 
that it “builds confidence with the 
customer and allows him to do some 
Independent thinking and planning on 
his own. We are out to give him a 
balanced program to protect him 
against inflation or deflation. Our 
thinking is that by buying sufficient 
life insurance he is definitely on the 
Tight track, but it is highly possible 
that at retirement time the value in 
his life insurance policies will not do 
everything he had hoped it would do. 
He can use the values in his savings 

(CONTINUED ON PAGE 19) 
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Money to Buy NALU 
Building Site Sought 
in Budget Message 


WASHINGTON—President Eisen- 
hower’s message to the House of Rep- 
resentatives recommending supplemen- 
tal appropriations for the fiscal year 
1956 incudes a recommendation to 
spend $400,000 for purchase of land 
that incudes National Assn. of Life Un- 
derwriters headquarters building site 
at 22nd and C streets, N. W. 

The passage dealing with the land 
reads: 

“Under the public buildings act of 
1926, as amended, the entire area in 
the District of Columbia defined as 
Northwest Building Area, lying south 
of Virginia and New York avenues, be- 
tween 17th and 28rd streets, was au- 
thorized for acquisition. Three lots in 
square 62 were not acquired by the 
government when purchases were com- 
pleted in adjacent areas due to limited 
funds. The supplemental appropriation 
is needed at this time because the zon- 
ing commission of the District of Co- 
lumbia recently approved a zoning 
change which permits commercial de- 
velopment of this area. 


“Further commercial development in 
square 62 would result in a situation 
entirely out of keeping with permanent 
federal development along Constitution 
avenue and other federal buildings and 
monuments in the general vicinity, and 
would substantially increase the cost 
of acquiring these properties in the 
future.” 

Charles E. Cleeton, Occidental of 
California, Los Angeles, chairman of 
the NALU building committee, was 
asked by THE NATIONAL UNDERWRITER 
about the effect of the budget mes- 
sage’s inclusion of a recommendation 
to appropriate money to buy NALU’s 
site but he declined to comment. 





Rules Neb. Premium Tax 
Applies to Annuities 


Nebraska supreme court has ruled 
that annuity business of insurers is 
subject to the state’s premium tax. 
The matter has been in litigation since 
1952 when Bankers Life of Iowa 
appealed an insurance department rul- 
ing holding the tax applicable. Several 
other insurers joined in the suit. 

The companies have been paying 
the tax during the time the question 
was in litigation and $325,822 has 
accumulated. The tax is 2% on pre- 
miums collected in the state by out- 
of-state insurers, and .4% for Nebras- 
ka companies. 


See NALU Membership 
Headed for New High 


National Assn. of Life Underwriters 
annual membership campaign, which 
winds up June 30, should result in ex- 
ceeding the previous high figure of 
55,558, achieved June 30, 1953, accord- 
ing to John C. Donohue, Penn Mutual, 
Baltimore, NALU membership chair- 
man. As of May 31 the figure was 
about 2,500 ahead of the May 31 fig- 
ure of two years ago. 
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WOULD SET UP AD CODE 





Trade Confab 
with FTC Gets 
NAIC Backing 


LOS ANGELES—The means by 
which NAIC and the insurance indus- 
try can work out their differences 
with federal trade commission on the 
question of jurisdiction appeared 
solved and agreed upon early this 
week. The NAIC federal liaison com- 
mittee and the committee to study 
the question of FTC jurisdiction, meet- 
ing jointly Tuesday afternoon, adopted 
the resolution of Pansing of Nebraska 
that NAIC, with the aid and support 
of the industry and working with rep- 
resentatives of FTC, set up a code of 
conduct for A&H advertising. 

There is involved in this action the 
delicate question of how far the com- 
panies or the NAIC will go in deal- 
ing with FTC, and the nuances of this 
were brought out by representatives of 
several of the trade associations. The 
joint session, which was scheduled for 
an hour’s time, ran two full hours to 
an overflow crowd. It was the high- 
light of the convention, as expected, 
but the forcefulness of the debate was 
even more than most anticipated. 

Mr. Pansing’s resolution, as origin- 
ally proposed, would have called for 
setting up a code of conduct “we hope, 
with the approval of the FTC,” but 
these words were eliminated after 
several of the industry people warned 
against giving FTC the veto power 
over such proceedings. 

Although adoption of Mr. Pansing’s 
proposal constituted the most signifi- 
cant action, the hottest debate was 
over the report given by Mr. Knowlton 
on FTC jurisdiction. This was ap- 
proved in full in executive session, 
but opposition to it by Moses Hub- 
bard, counsel for International Fed- 
eration of Commercial Travelers In- 
surance Organizations, and Alvis A. 
Layne Jr., counsel of Assn. of Insur- 
ance Advertisers, was both bitter and 
spirited. Mr. Hubbard deplored the 
recommendation that a _ reciprocal 
uniform unauthorized insurers law be 

(CONTINUED ON PAGE 11) 


M. B. Folsom Seen as 
Mrs. Hobby Successor 


WASHINGTON—Un¢eersecretary of 
the Treasury Folsom reportedly has 
been chosen as successor to Secretary 
Hobby of Health, Education and Wel- 
fare, whose announcement of resig- 
nation is expected soon. 

Mr. Folsom has figured prominently 
in social security, pension and social 
insurance matters. He has been active 
in development of the administration’s 
contributory group life, A&H programs 
for federal employes. He is a member 
of U.S. Chamber of Commerce com- 
committee on social security. 

Mrs. Hobby’s husband, a former 
governor of Texas, is reported ill. Her 
department has been criticized in con- 
nection with the Salk polio vaccine 
program. 





Commissioners 
Los Angeles Rally 
Has Heavy Agenda 


1,000 Turn Out for 
Annual; Jurisdiction 
of FTC Main Topic 


BY JOHN C. BURRIDGE 


LOS ANGELES—The question of 
federal trade commission jurisdiction 
and how to handle that thorny issue 
was the item on the agenda receiving 
spotlight attention at the annual meet- 
ing here of National Assn. of Insur- 
ance Commissioners. Registration was 
in the vicinity of 1,000. 

The plan of Pansing of Nebraska to 
have NAIC, with industry aid and 
support and with the cooperation of 
FTC, work up a code of advertising 
conduct caught the support of the 
commissioners and the industry. There 
were some doubts between trade as- 
sociations about the extent of the role 
FTC should have in this program, but 
even that seemed to be resolved by the 
deletion of wording to the effect that 
the code would call for FTC “ap- 
proval.” 

At the election Friday, Leggett of 
Missouri will move up from vice-pres- 
ident to succeed Donald Knowlton of 
New Hampshire as President. Taylor 
of Oregon will become vice-president, 
and mentioned for chairman of the 
executive committee are Pansing of 
Nebraska and Navarre of Michigan. 

* e -_ 

The more than 100 persons who 
turned out Monday morning for the 
NAIC subcommittee meeting on ton- 
tine policy control were shooed out of 
the room in less than 10 minutes. Di- 
rector Thomas R. Pansing of Nebras- 
ka, chairman, asked if there were any 
statements on the subject from repre- 
sentatives of National Assn, of Life 
Underwriters or National Assn. of Life 
Insurance Companies, the new organi- 
zation of insurers formed a couple of 
months ago by companies writing a 
class of business under discussion, but 
there was nobody on hand from these 
groups. After a few words of chastise- 
ment for such lack of interest in the 
matter after so much preliminary fire- 
works, Mr. Pansing adjourned into 
executive session. 

Strong industry opposition to the 
plan of the blanks committee to have 





The blanks committee at its meeting 
deleted the interrogatories on A&H 
claims received and paid. However, it 
was with the understanding that there 
would be developed a separate special 
assembly of this information which 
would be on an even broader scale 
than originally proposed. 





A&H writing companies report on 
rejected, resisted or refused claims 
was offered at the executive com- 
mittee meeting. This item was pushed 
ahead on the agenda in order to let 
the actuaries get away to attend a 
(CONTINUED ON PAGE 19) 
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Can Solve Pre-existing Conditions Problem 
by Agent Education, Claims Administration 


Pre-existing conditions are a source 
of misunderstanding and the problem 
has been magnified by uniformed pub- 
licity about insurance, William H. 
Stuek of the life and accident group 
claims department of Travelers said 
at the educational seminar of Bureau 
of A&H Underwriters in New York 
City. 

Correction of the problem unques- 
tionably lies in the administrative area 
of the business, he said. It is not in- 
surmountable. 

The problem seems to be how a 
company can sell a health policy on an 
individual basis, yet limit its exposure 
to sickness or disease contracted and 
commencing after the effective date 
of the policy, and still avoid customer 
misunderstanding when a claim is not 
covered on the basis of pre-existing 
condition. 

Many purchasers of individual 
health insurance do not understand 
that the contract does not cover pre- 
existing conditions. 

Insurance should not take a defeatist 
attitude toward the problem, nor does 
it have to hang its head concerning its 
practices to date. It has a problem, 
but it is one which can be handled 
within the business without need for 
adverse legislation, Congressional in- 
vestigation, or uniformed publicity. It 
is simply a problem of internal admin- 
istration on an individual company 
basis and on an inter-company basis. 
If companies can re-evaluate their 
program for agents’ selection, educate 
agents to sell the product properly, 
modernize their underwriting prac- 
tices, and administer claims on a 
broadminded, but impartial basis, they 
will have practically conquered the 
problem. 

The cardinal point of the pre-exist- 
ing conditions problem appears to be 
that the public does not understand 
insurance generally and does not know 
what it is buying. The answer is edu- 
cation. 


If the questions in the policy and the 
answers concerning previous disease 
are specific and definite, there will be 
much less chance of misunderstanding 
and likewise less chance of legal con- 
struction against the company and the 
claim man’s job is made easier, Mr. 
Stuek said. Questions in an application 
requiring a specific answer are the 
ideal setup in handling a claim where 
those specific conditions are involved. 
Furthermore, with specific questions 
on an application, the underwriter 
can work with the information fur- 
nished. As a possible suggestion and to 
protect the company against a possible 
fraudulent application, questions may 
be included which would require de- 
tailed answers as to what surgical 
operations the applicant may have 
had at any time, and what medical 
advice or consultation the applicant or 
his family members may have had 
in the past, during some specified peri- 
od, such as the last five years. If the 
answers have been truthfully given 
and the risk accepted with such in- 
formation, the claim man can then 
evaluate the information at the time 
of claim. If, for example, an under- 
writer has accepted a risk with knowl- 
edge of a pre-existing disease of the 
eye and treatment within five years 
and the acceptance was without fur- 
ther inquiry or rider, there should be 
careful inquiry into all of the cir- 
cumstances when a claim based on re- 


currence of the condition is made, and 
he believes that in most cases it should 
be paid. To deny such a claim on the 
basis of pre-existing condition, with 
full knowledge having been avail- 
able to the insurer is an untenable 
position. 

Companies should underwrite in- 
telligently on the individual applica- 
tion, and not attempt to hide behind 
pre-existing conditions, where there 
has been adequate disclosure on the 
application. Sound underwriting will 
help to avoid misunderstandings. 

He thinks it would be advisable to 
have insured complete the application 
in his own handwriting. This would be 
the ideal situation for a claim man, 
though probably not practical from 
an agency standpoint. In many cases 
insured has said “I didn’t read it, I 
just signed,” or “I told the agent thus 
and so, but I do not know what he put 
down.” Strictly from a claim stand- 
point, if the applicant had answered 
all the answers in his own hand- 
writing, the burden in the claim field 
would be lightened considerably. 

Probably the greatest source of mis- 
understanding on the part of the pub- 
lic exists in a situation in which the 
agent is untrained, or lacks the con- 
tinuing supervision of the company in 
his activities. 

In addition to careful selection of 
agents, Travelers has a training school 
where not only sales approaches are 
outlined, but experts in each line of 
insurance explain the policy, its cov- 
erages, limitations and exclusions. If 
the agent knows what he is selling, 
then the public will know what it is 
buying and the important point in the 
whole problem is education of the 
public. 

With this background, Travelers 
feels an agent will be less likely to 
over-sell the policy and if he cannot 
sell the policy as it stands, he has not 
been trained correctly. 

In the effort to produce volume, he 
wondered if companies are losing 
sight of the importance of careful un- 
derwriting. Proper requests for in- 
formation on an application, plus in- 
telligent underwriting, produces sat- 
isfied and non-complaining policyhold- 
ers, he said. 

If a particular condition is eliminat- 
ed by rider, insured knows beyond any 
doubt that the condition is not covered. 
The underwriting is then completed 
before the issuance of the policy, rath- 
er than at the time of claim. If the 
underwriter does not see fit to rider 
the condition with full knowledge of it 
before issuance, then the claim de- 
partment should accept and pay a 
claim for the recurrence of this con- 
dition after the policy is in full force. 

Intelligent, practical claim handling 
will materially assure reduction of 
the pre-existing condition problem, he 
said. 


Newark Assn. Elects 


Mary C. McKeon, assistant manager 
in Newark for Prudential, has been 
elected president of the Newark Life 
Underwriters Assn. She is its first 
woman president. Other officers are 
1st vice-president, George C. Joseph, 
New England Mutual; 2nd vice-presi- 
dent, Lorraine E. Groell, Lincoln Na- 
tional; treasurer, Herman Ludwig, 
Metropolitan Life; secretary, Kenneth 
Robson, Massachusetts Mutual; direc- 
tors, Norman Gray, New England Mu- 
tual; Peter Sala, Connecticut Mutual; 
and Stephen Hanscom, Travelers. 








National Assn. of Life Underwriters 
and Mrs. Hoffman about to cut the 
cake at the golden wedding celebra- 
tion in their honor given by NALU 
and Life Underwriter Training Coun- 
cil staff executives at the Advertis- 
ing Club, New York City. Mr. Hoff- 
man has been with NALU since 1929 
and before that was managing director 
of the Cleveland Life Underwriters 
Assn. 








15 Life Company Stocks 
Show Gains in Month 


Fifteen of the 19 most actively trad- 
ed life company stocks, for which fig- 
ures are compiled by Shelby Cullom 
Davis & Co., New York City insur- 
ance stock and municipal bond spe- 
cialists, showed increases in asked 
prices in the past month. Three showed 
decreases and one showed no change. 

Below are the bid and asked prices 
at the close of business June 1 and the 
changes in asked prices since May 2. 


30-day 

Bid Asked Changes 
Aetna Life ....... 198 201 10 
Colonial ......... 108 112 9 
Columbian Nat. ... 96 101 -4 
Conn. General .... 474 480 2 
Continental Assur. 143 148 6 
Franklin ..:...<..% 108 110 8 
Great Southern ... 88 92 2 
Gulf Life ........ 253%, 2614 -% 
Jefferson Standard 99 101 6 
Kansas City Life 1270 1310 20 
Life & Casualty .. 27 28 -&% 
Life of Virgina ... 115 119 3 
Lincoln Nat. ..... 396 402 19 

Monumental ..... 90 93 none 

National L. & A. . 87% 89% 4% 
Northwestern Nat. 89 92 2 
Southland Life ... 155 160 10 
Southwestern Life 156 162 8 
Travelers ......... 2395 2425 125 





Conn. House Asks 


Section 213 Repeal 

HARTFORD—The Connecticut house 
of representatives has passed and 
sent to the senate a joint resolu- 
tion asking New York to repeal the 
commission limitation provisions in 
section 213 of the insurance law. The 
Massachussetts legislature recently 
took similar action. The Connecticut 
senate was scheduled to vote late this 
week on the resolution. 

The measures in both states appear 
to be promoted by leaders of insurance 
agents’ unions. One of the objections 
raised in the Connecticut house against 
the New York law was that it inter- 
fered with agreements arrived at by 
collective bargaining. 


ANOTHER WIRE TO SOLONS 


N. J. Agents Deny — 
Official Stand on 


Variable Annuities 


New Jersey Assn. of Life Under. 
writers at its delegate meeting rejecteq 
the stand taken by the association’, 
law and legislation committee againg 
Prudential’s variak ‘e annuity bills anq 
sent the following telegram to aj 
members of the assembly. 

“Telegram of May 23 sent by 
Philip J. Torsney on behalf of the 
New Jersey Assn. of Life Underwriters 
was not the official opinion of the as. 
sociation. We have not as yet formn- 
lated definite decision.” The telegrams 
were signed by Watson Current, exec. 
utive secretary of the state association. 

However, Mr. Torsney, who is chair- 
man of the state association’s law and 
legislation committee and manager in 
Bloomfield for Metropolitan Life, sent 
out a telegram over his own signature 
to the legislators pointing out that the 
entire variable annuity matter was 
to be discussed at the meeting of 
National Assn. of Insurance Com- 
missioners this week in Los Angeles, 
and citing this as a basis for holding 
off action. 

Prudential’s bills were not acted 
upon in the assembly Republican 
caucus Wednesday. The legislature is 
scheduled to recess for the summer 
this week, probably Monday, so that 
hope of getting action on the bills 
before the recess is conceded by Pru- 
dential to be slim. However, the com- 
pany will actively continue its drive 
in behalf of the measures, particularly 
its efforts to offset some of the mis- 
information it has charged opponents 
with spreading. 

As part of this effort Prudential sent 
a letter to all members of the New Jer- 
sey assembly, commenting on the May 
23 telegram. 

Variable annuities are true annuities 
and not securities, the company said. 
Investment companies have been un- 
able to deny that there is a vacuum in 
this field and that mutual funds and 
similar organizations cannot sell any 
contracts involving life contingencies. 
Annuity contracts and insurance poli- 
cies sold by life companies are backed 
to a large extent by bonds. “Do the 
opponents claim we are thereby sell- 
ing bonds to the public?” 

The statement that similar legisla- 
tion was rejected in other states is 
misleading, Prudential charged. The 
other bills proposed major changes in 
investment powers which are not in- 
volved here. Also, the attitudes of 
life companies in states with different 
investment laws and of agents of non- 
New Jersey companies opposing the 
bills have no bearing in this situation. 

“The continued incomplete compari- 
sons in the May 23 telegram as to the 
federal tax picture ignore the fact that 
any excess over cost received by con- 
tract holders as annuity payments 1s 
taxed at ordinary income rates rang- 
ing from 20% to 91% without capital 
gains treatment and without the bene- 
fit of dividend credits or deductions. 
We flatly deny that any tax loophole 
exists or would be created.” 

The company offered to make re 
sults of its technical studies available 
to life and other groups interested in 
adapting the Prudential proposal t 
different insurance laws of other 
states. It was signed by Frederick H 
Groel, vice-president and secretary. 
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Many A&H problems were discussed 
at the educational seminar on indi- 
vidual insurance held in New York by 
Bureau of A&H Underwriters. More 
than 225 registered, and more than 400 
attended some sessions. Charles Sea- 
yey, Union Mutual Life was chairman, 
and Francis T. Crawley, manager in- 
dividual division of the bureau, han- 
dled details of the program. Alfred W. 
Perkins, vice-president of Union Mu- 
tual Life and chairman of the govern- 
ing committee of the bureau, opened 
the seminar. 

Discussing “A National Family Sur- 
vey of Medical Costs and Its Implica- 
tions for Insurance Underwriting,” 
Odin W. Anderson, research director 
of Health Information Foundation, said 
there are instances of outright fraud 
and chicanery such as using a chil- 
dren’s hospital as a weekend baby 
sitter. But he doubts that there are 
enough instances of outright abuse to 
make a tangible difference in the pre- 
mium rate. 

“What we have to contend with in 
the financing of personal health serv- 
ices is a change in the concept of need 
and adequacy on the part of patients 
and providers of service after a means 
of budgeting and prepayment like 
health insurance becomes’ wide- 
spread,” he said. Among insured per- 
sons the rate of surgical operations per 
100 persons in a year was 9, among 
uninsured persons, 5. Four were not 
“unnecessary”. Those insured are more 
often exposed to medical advice. It 
is likely that the uninsured people are 
not receiving all the medical care 
which would benefit them, he said. 


Mortimer Spiegelman of Metropoli- 
tan Life said that a recent study of the 
bureau showed a trend among group 
A&H writers to make coverage avail- 
able for employes reaching retirement 
age either through extension of the 
original group coverage or by con- 
version to an individual policy with- 
out a medical examination. 

The incidence and the cost of medi- 
cal care for the aged are high, the 
family and household arrangements 
are very often such as lead to undue 
costs, income and employment are low, 
and the economic incentive to mini- 
mize a disability is not as great as at 
the productive ages, he said. Never- 
theless, the insurance mechanism is 
applicable in this problem and exper- 
imental efforts to develop it are al- 
ready under way. In life insurance 
there exists the means to provide 
for the costs of terminal illness. If 
there is a long-run solution to the 
problem, it will probably lie in insur- 
ance purchases for late life while 
still at the main productive ages. The 
individual might be encouraged to 
review his program of savings, which 
already include the purchase of a 
home and purchase of life insurance 
in many instances, so as to provide 
for costs of medical care in old age. 
The business is already considering its 
tole in this direction. 

Two successful projects of the Health 
Insurance Council were reported. The 
Progress and steady increase in install- 
ing individual hospital admission plans 
was described by Louis A. Orsini of 
the bureau. The individual hospital 
admission plan, he said, is now beyond 
the trial stage and has crystallized into 
an effective and practical program 





A&H Bureau Tackles Variety of 
Problems at Educational Seminar 


ready for introduction wherever re- 
quested. 

The uniform claim forms on which 
the council had been working for more 
than two years were described by 
Carrol J. McBride of Travelers. 

With Paul W. Stade of Lumbermens 
Mutual Casualty presiding as discus- 


oN 





sion leader, there was a panel on 
major medical expense insurance. Ro- 
bert E. Ryan of Royal-Liverpool was 
moderator. Henry R. Roberts of Con- 
necticut General, W. W. Cramer of 
Equitable Society, Gerald S. Parker 
of Guardian Life, John L. Shaw of Na- 
tional Fire and Robert W. Carey of 
New York Life were members. 

Edwin M. Erickson of Farm Bureau 
Mutual Automobile, Columbus, called 
the rural problem one of the most 
challenging opportunities facing the 
A&H business. As to individual A&H, 


Vc 


no specially troublesome problems 
with rural risks are observed. He be- 
lieves that farm families need no spe- 
cial policy language or coverage, partic- 
ular underwriting or sales skills for 
satisfactory results. Patience and un- 
derstanding will bring good experience 
for any company in the rural market 
and, properly sold, such volume will 
build slowly but steadily while re- 
quiring good service for desirable per- 
sistency, he stated. 
The insurance business is doing a 
(CONTINUED ON PAGE 18) 
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TOP COMMISSION on 15 leading contracts. 
Long term vested renewals. Cash bonus 
and extra renewals to your agents for 
recommending new agents. 


Ask for Other Reasons-INQUIRIES HELD CONFIDENTIAL 





| Investigate ) 


agents can't miss! 





The fen RULE COMPANY 


MONEY-MAKING SALES PACKAGES. New! 
Colorful! Dynamic! Plus a new, easy-to- 
use Brain-Book and Brain-Kit. Your 


PACKAGED TRAINING PLANS. New! Amaz- 
ingly simple! Easy to use! A quick 
money-maker for new or old agents! 
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radiation hazards. 
The Little organization possesses di- 
verse and detailed technical and eco- 


Mutual of N. Y., Bank 
Order Atomic Energy 
Study for Civil Use 


Mutual of New York and First Na- 
tional City Bank of New York have 
retained Arthur D. Little, Inc., indus- 
trial consulting and research firm of 
Cambridge, Mass., to advise them how 
to participate more effectively in in- 
vestment and banking opportunities 
which may be associated with all seg- 
ments of the atomic energy industry. 

The Little organization will survey 
the atomic energy field and evaluate its 
status and anticipated impact on the 
country’s economy. The study will con- 
sider the potentials for Mutual of New 
York and First National City Bank in 
mining, milling and other activities 
dealing with raw material; the design, 
development and manufacture of re- 
actors for use in power generation; ap- 
plication of radiation in industry, med- 
icine and agriculture; development and 
manufacture of equipment for nu- 
clear work; and development and 
manufacture of equipment for safe 
disposal of atomic waste material and 
for safeguarding public health against 


private business and government. 


Albany Awards Getting 
Coffin Service Plaque 





of Northwestern Mutual Life, 


award by Albany Assn. of Life Un- 
derwriters as its outstanding member 
for persistent and diligent services 
to the life insurance business. 

The award, in memory of the late 


Provident Mutual Life at Albany, has 
been given four times in five years. 
The plaque was presented to Mr. Get- 
tings by Mr. Coffin’s son, Vincent B. 
Coffin, senior vice-president of Con- 
necticut Mutual Life, at a dinner at- 
tended by 250 agents and insurance 
department officials. In Albany since 
1932, Mr. Gettings is chairman of the 
state advisory board in life insurance 
agents examinations and past presi- 
dent of the New York State Assn. of 
Life Underwriters. 





Terrific 
Tools e@e0@ 


for Agency Building 


1. Career Compensation Plan 
A 2-year plan—one of the most liberal both to agent and general agent. 


2. Production Incentive Agreement 
A contract for prospective agents unexcelled by leading companies. 


3. Training Allowance 
A substantial amount paid to general agents for recruiting and training. 


PLUS THESE ADVANTAGES — Success-proven training courses 
© Programming schools ¢ Business and fax seminars ¢ Lifetime service fees © 
Complete line, low cost Life, Accident, Sickness, and Hospitalization policies. 










nomic knowledge in all phases of the 
atomic energy field. It employs a staff 
of 850 to conduct investigations for 


Edward R. Gettings, general one 
as 


been presented the Seward V. Coffin 


Mr. Coffin, who was general agent of 


Bankers National Life 


Lists Executive Changes 

Bankers National Life has made the 
following executive changes: 

Raymond D. Shepard vice-president 
and treasurer since 1931, becomes fi- 
nancial vice-president. He is on the 
investment executive committee and is 
a director. Before joining the company 
as comptroller in 1929, he was in the 
banking and accounting fields. 

Elmer H. Hardebeck, actuary and 
assistant secretary since 1931, was 
named vice-president and actuary. He 
joined the company in 1927 and was 
a member of the actuarial department 
of Bankers National Life of Denver. 
When the Bankers National Life com- 
panies of Florida and Colorado merged 
with the New Jersey company, he was 
actuary, assistant secretary and a di- 
rector of the Colorado company. He 
was made associate actuary of the New 
Jersey company. He joined Federal 
Union Life in 1917 and was advanced 
to actuary in 1921. A son, John, is with 
Prudential in Jacksonville. 


John W. Weber, who has been assist- 
ant treasurer and 2nd vice-president, 
mortgage department, was appointed 
vice-president for that department. He 
joined the company in 1927 as super- 
visor of the dollar monthly plan. Ear- 
lier, he had been with New York Life, 
Berkshire Life and had operated a 
general insurance and real estate bus- 
iness. 

B. Hollon Smith, who joined the in- 
vestment department in 1942 and has 
been 2nd vice-president, bond depart- 
ment, becomes vice-president for the 
bond department. He previously was in 
the banking business. 


Jchn D. Brundage, assistant to the 
president since he rejoined the com- 
pany in 1953, was appointed adminis- 
trative vice-president. He joined the 
company in 1945, then left the follow- 
ing year to join Mutual Benefit Life. 

John McAlexander, named 2nd vice- 


president and claims manager, joing 
the company as a cashier at Chi 
in 1928. He served with the Floriq 
company and was named branch Office 
accountant when the companies mergeg 
in 1929. He has been assistant treas. 
urer and assistant secretary and claims 
manager. 

Albert C. Windolf was appointey 
treasurer. He joined the company jp 
1935 and most recently has served as 
assistant treasurer in charge of rentg] 
real estate and mortgage loan portfolio, 

Edgar J. Blume, who joined the 
actuarial department in 1929 and has 
been associate actuary since 1949, be. 
comes assistant secretary and assogi- 
ate actuary. Earlier, he had been with 
Equitable Society. 


Provident L. & A. Names 


Montgomery at L. A. 


Provident Life & Accident has ap. 
pointed Earl W. Montgomery manager 
of the accident department office ip 
Los Angeles, succeeding the Dibble 
agency. Mr. Montgomery joined the 
company after the second world war 
and he helped establish the company’s 
branch in Detroit. He later was brok- 
erage manager in the life and A&H 
department of Moore, Case, Lyman & 
Hubbard, Chicago. 





Pan-American Life Names 
Cantrell G. A. at El Paso 


Pan-American Life has appointed 
Jack Cantrell general agent at El Paso, 
Texas. Mr. Cantrell, who has been 
residing in San Diego, formerly was 
with Bankers Life of Iowa in El Paso, 
He has 25 years’ experience in life in- 
surance sales, supervision, home office 
and agency management. 





Beneficial Has New Low Rate Plan 
Beneficial Life of Utah has begun 
issuing a commercial whole life plan 
in minimum amounts of $10,000. Cash 
values are based on the CSO 24% 
net level premium reserve less a 
deduction up to the fifth year. 





Nationwide Birthday Party 


On June 6, Woodmen throughout the country will celebrate 
their Society’s 65th Anniversary. 


Water H. Hueut, President Arnowp Bere, C. L. U., Agency Vice-President 


INDIANAPOLIS LIFE 


INSURANCE COMPANY 
Mutual—Established 1905 


INDIANAPOLIS 7, INDIANA 


AGENCY OPPORTUNITIES in Illinois, Indiana, lowa, Ohio, Michigan, Minnesota, Missouri, North Dakota, Texas 











48th Year of 


Friendly Dependable Service 


Peoples Life proudly salutes its 
Agency Force for Outstanding Suc- 
cess in presenting to the public 
Financial Independence and Life 
Time Security via Life Insurance 


PEOPLES LIFE INSURANCE COMPANY 


“The Friendly Company” 
Frankfort + Indiana 





Featuring birthday parties of thousands of local Woodmen 
Camps will be “QUEST FOR VALOR,” a specially produced 
drama of heroism and brotherly love to be heard over more 
than 125 radio and television stations. 


etc, 


World's Financially Strongest Fraternal Benefit Society 


aa = WOODMEN +: WORLD 
Hl 
\i Wy’ $ LIFE INSURANCE SOCIETY 


Omaha, Nebraska 
“ce 18% : 
Home Office: Insurance Bldg., 1708 Farnam St. 
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GLOBE LIFE INSURANCE COMPANY 





Attractive Agency Contracts 





COMPLETE LIFE INSURANCE 








COVERAGES—Ages 0-60 


ALSO ACCIDENT, HEALTH, 
HOSPITALIZATION AND MEDICAL 








For Particulars Write Home Office 





159 North Dearborn St., Chicago 1, Illinois 
WILLIAM J. ALEXANDER, PRESIDENT 
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Sales Panel, Estate 
Planning Tips to Be 
MDRT Fare June 29 


A discussion of recent developments 
that the agent should keep in mind in 
planning his own estate, a panel treat- 
ment of down-to-earth selling ideas, 
and a closing talk by a noted religious 
leader are on the program for Wednes- 
day, June 29, during the Million Dollar 
Round Table annual meeting June 27- 
30 at the Greenbrier hotel, White 
Sulphur Springs, W. Va. 

John Barker Jr., vice-president and 
general counsel of New England Mu- 
tual Life, will discuss the problems 
that arise in applying the spread-com- 
mission principle sanctioned by the 
federal court of appeals in the Oates 
case. He will also review the change in 
the 1954 revenue code that removed 
the danger that an agent’s renewals 
still being paid to his widow at her 
death would be taxed as ordinary in- 
come in her final return. Mr. Barker 
will explain how this operates in vari- 
ous situations. He will discuss such 
factors in planning an estate as the 
use of a marital trust or a residuary 
trust for renewal commissions. 


Lambert M. Huppeler, vice-presi- 
dent of New England Mutual and a 
life member of the MDRT, will act as 
moderator for the discussion. 

The panel on selling will be moder- 
ated by G. Nolan Bearden, New Eng- 
land Mutual, Beverly Hills, Cal., im- 
mediate past chairman of the Round 
Table and a member of its executive 
committee. 

Daniel H. Coakley of Boston, a prac- 
tiing attorney before entering life 
insurance in 1943, and now a consist- 
ent top producer for New York Life, 
will explain why it is necessary for 
life agents to spend a large part of 
their time in the presence of clients 
and prospects. He will also tell how to 
obtain a large amount of business from 
sons of prominent policyholders and 
will discuss sales possibilities under 
certain sections of the 1954 revenue 
code. 

Edward Russo of Baltimore will 
tell how a change in his prospecting 
procedure and the upgrading of his 
market resulted in substantially in- 
creased production and a 33% increase 
in earnings, placing him in the top 
bracket of Northwestern Mutual Life 
producers. 


Johnny S. Sierra, Great Southern 
Life, Dallas, will outline his progress 
from cold canvass to simple program- 
ming to advanced programming. He 
uses the two-interview system of pro- 
gramming and will give his technique 
of presenting and closing a case. 

All three of these panel speakers en- 
tered the business after serving in the 
Second world war. 

The final speaker will be the Rev. 
Thomas L. O’Brien, S. J., who has 
been director of the Loyola Retreat 
House at Portland, Ore., for the last 
2% years. He has been connected with 
that institution for six years, and 
before that taught literature at Uni- 
versity of Detroit, Gonzaga University 
at Washington, and Seattle University. 
He has served for three years on the 

1 Commission for Religious Or- 
ganization of the National Conference 
of Christians and Jews. Father O’Brien 
§the author of two books and many 
magazine articles. His topic will be 
‘The Mystery of Value.” 





The afternoon will be devoted to the 
annual golf and tennis tournaments. 
Also the recordings of the selling 
techniques of the Tuesday afternoon 
room-hopping hosts will be available 
for playback. 


George B. Byrnes, New England Mu- 
tual, New York City, MDRT chairman, 
reports that there have been some 
cancellations of reservations for the 
meeting and that while all requests for 
rooms were to have been in by May 20, 
additional requests will be filled as 
long as accommodations are still avail- 
able. 


Travelers Gets TV 
Nod From FCC 


The federal communications com- 
mission has granted the application of 
Travelers Broadcasting Service Corp. 
of Hartford for the construction of a 
new commercial TV station to operate 
on channel 3 in Hartford, The corpora- 
tion, which is an affiliate of Travelers, 
has been involved in hearings before 
the FCC, where its application was op- 
posed by Hartford Telecasting Co. 

The order, signed by Fanney N. Lit- 
vin, hearing examiner of FCC, is, of 


course, subject to appeal or to review 
by the commission itself, in case ap- 
peal or review is asked by one of the 
two applicants. 





Chicago Life Women Elect 


Chicago Women Life Underwriters 
at the annual meeting elected Mrs. 
Nelia C. Owen, Equitable Life of Iowa, 
as president to succeed Mrs. Rose 
Deutch Herman, Mutual of New York. 
Other officers elected were Blanche 
R. Way, Massachusetts Mutual, vice- 
president; Shirley A. Hansen, New 


York Life, secretary, and Florence A. 
Delster, Guardian Life, treasurer. 





THERE’S A DATE 
an insurance executive must keep 


His is an appointment with a “revolution”. . . a “quiet 
revolution” in the electronic processing of insurance 
data! Harnessed by IBM, electronics are performing 
amazing memory and split-second computing feats 
that are saving days and even weeks of data process- 
ing time for many insurance companies! 


Now is the time for you to make your transition to 
IBM electronics! IBM “building block” equipment 
has been engineered to integrate logically into your 
present system. You'll realize a gradual growth in 


efficiency while steadily building toward the full 
rewarding efficiencies of the IBM 650 and the 
IBM 705 electronic data processing machines. 


Make your date now. IBM personnel, experienced in 
insurance methods and systems, will help develop 
your programming requirements and train your staff 
to take over. For full information call your local IBM 
representative, or write: Life Insurance Department, 
International Business Machines Corporation, 590 
Madison Avenue, New York 22, N.Y. 
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WORLD'S LARGEST PRODUCER OF DATA PROCESSING MACHINES 
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Okla. Senate Kills Bill 
to Allow Legal Action 
Against Unlicensed Co. 


A late-hour attempt to allow Ok- 
lahoma Commisisoner Hunt to take 
action against unlicensed companies 
selling policies in the state died in 
the state senate last week shortly 
before the legislature adjourned. 

Commissioner Hunt said he cannot 
keep a hospital and medical insurer 
from selling policies in the state even 
through it has no license and has less 
than $50 in assets. He said he asked 
the attorney general to take action 
against the company which has col- 
lected nearly $1,000 in premiums on 


policies sold in Henryetta and Wood- 
ward. 

The attorney general’s office ruled 
that Oklahoma law authorizes power 
to file injunction and receivership 
proceedings only against licensed in- 
surers and not against companies un- 
authorized to do business in the state. 


Shortly before the legislature ad- 
journed, an attempt was made to 
amend a bill before the senate, re- 
quiring a company to have assets of 
at least $50,000. The bill was stricken 
from the calendar after a storm of op- 
position made it apparent that it 
would not pass. 

Other insurance bills passed by the 
legislature and awaiting the govern- 





LONG TERM BANK LOANS 
ARRANGED ON VESTED 
RENEWAL CONTRACTS “> 





u. © &G. C. serves the financial needs of those engaged in the Life insurance Business. Your tax 
groblems may be simplified and savings effected. Cerrespondence Invited. 
UNDERWRITERS CREDIT & GUARANTY CORPORATION 
340 Pine Street, San Francisco 4, California 
Southern California & Arizona Branch Office 
9935 Senta Monica Bivd., Beverly Hills, Calif. 
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or’s signature authorize: 

A 25% increase in appropriations 
for the commissioner’s office from 
$60,000 to $75,000. 

Use of uniform A&H policies with 
restrictions placed on riders. 

The commissioner, acting through 
the attorney general, to prosecute cer- 
tain actions when enforcing insurance 
laws. 

Collection of the gross premium tax 
from additional companies. 

Domestic life companies to invest 
a certain percentage of funds in com- 
mon stock. 


John Wyckoff Retires 


From Postal Life 


John B. Wyckoff, treasurer and a 
director of Postal Life, has retired 
after 44 years with the company and 
57 years in life insurance. He was 
presented gifts and honored at a 
luncheon. 

Mr. Wyckoff joined the renewal de- 
partment of Provident Mutual Sav- 
ings Assn. in 1898. When provident 
was reinsured by Postal Life, he join- 
ed the latter company as bookkeeper 
in 1911. He was advanced to treasurer 
in 1918 and later to treasurer and sec- 
retary. 
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THE 


FLEXIBLE FIVE-STAR 


LNL agents like to prescribe the flexible 


Five-Star Annuity for doctors, lawyers 


men. 


THE 


and others who must provide their own 
old-age income. 


Optional maturity dates enable the 
policyholder to start his income early or 
late—anytime between ages 50 and 70. 
This flexibility brings definite tax advan- 
tages. And life insurance protection is pro- 
vided by this low net-cost participating 
policy, in addition to the annuity benefits. 

Lincoln National’s flexible Five-Star 
Annuity is another reason for our proud 
claim that LNL is geared to help its field 


LINCOLN NATIONAL LIFE 
INSURANCE COMPANY 
Fort Wayne 1, Indiana 


Its Name Indicates Its Character 


5SO# planner -/955 
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Paid-Up Group Plan 
Proving Popular, 


Actuaries Are Told 


CORONADO, CAL.—Group life in. 
surance with paid-up values to pro. 
vide premium-free post-retirement 
life insurance protection has become 
increasingly popular and promises to 
be even more so in the future, Robert 
G. Espie, chief accounting officer of 
Aetna Life, told the Society of Actu- 
aries at its spring meting here. 

Mr. Espie said the plan, pioneered 
by Aetna Life and now written by 
a substantial number of companies, 
has proved so popular among workers 
that in all the plans set up, more than 
90% of those eligible have signed up, 
an unusually high rate of acceptance, 
The plan has been found even more 
popular among employes than employ- 
ers. 

Under this plan the employe pur- 
chases units of paid-up protection 
through payroll deductions, coupled 
with the purchase of regular group 
term protection by the employer. Aet- 
na wrote the first such policy in 194 
and at the end of 1954 had $134,634,758 
of paid-up insurance, coupled with 
$1,018,520,042 of term protection coy- 
ering 366,169 employes of 787 firms, 

The rate of employe contribution 
for these group contracts with paid- 
up values has become standardized at 
$1.30 a month per $1,000 of insur- 
ance. The contracts may carry a con- 
tribution rate which varies with age 
at the outset, but once under the plan, 
the contribution rate does not rise 
with age increase. 

The plans commonly provide for 
retirement life insurance protection 
equal to about one-third or one-half 
of the pre-retirement insurance and 
many plans make special provisions 
for employes with less than 20 years 
to retirement who would not have 
time to build up a sufficient paid-up 
aggregate. Common practice is for 
the employer to provide an amount of 
continued term insurance for these 
persons to make up a large part of the 
difference. 

This type of paid-up insurance car- 
ries cash surrender values for the 
policyholders after they leave the 
firm’s employment, but not while still 
under the plan. Mr. Espie reported 
that thus far the new group type has 
shown a low lapse rate. 





Pru Writes New Term 


on Mortgage Balances 


Prudential has designed a new or- 
dinary decreasing term policy to cover 
outstanding balances of _ installment 
mortgages. Term periods are 10, 15, 20, 
25 and 30 years, between ages 20 and 
60 but not extending beyond age 70. 
The company’s previous policy had not 
extended beyond age 50. 

The new policy, being written on an 
A and B rated basis, as well as stand- 
ard, includes waiver of premium and 
conversion privileges up to 75% of the 
amount at risk. Conversion may be 
made up to the last five years of the 
term. Minimum initial policy amount 
is $5,000. 

Rates per $1,000 at age 35 are: 10- 
year term, $7.23 with $3.99 average 
net; 15 years, $7.80 with $3.98 aver- 
age net; 20 years, $8.62 with $4.34 av- 
erage net; 25 years, $9.74 with $5.06 
average net; and 30 years, $10.62 with 
$6.10 average net. 

Rates per $1,000 at age 25 are: 10 
years, $5.39 with $3.28 average net; 
15 years, $5.56 with $3.05 average net, 
20 years, $5.84 with $3.06 average net; 
25 years, $6.25 with $3.21 average net; 
and 30 years, $6.82 with $3.56 average 
net. 
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Wisconsin Agents Honor Dr. Huebner; 


Elect C. J. Homann & J. 


MILWAUKEE — The 50th anniver- 
sary of insurance education was com- 
memorated at the convention and sales 
congress of Wisconsin Assn. of Life 
Underwriters last week with the pre- 
sentation of a scroll to Dr. Solomon 
g. Huebner, president emeritus of the 
American College of Life Underwriters. 

Frank Cooper, Southwestern Life, 
Fort Worth, president of American So- 
ciety CLU, made the presentation fol- 
lowing a keynote address by Dr. Hueb- 
ner. 

The two-day session attended by 
more than 400 members included an- 
nual meetings of both the agent’s state 
association and Wisconsin General 
Agents & Managers Assn. Speakers at 
the sales congress in addition to Dr. 
Huebner were Lester O. Schriver, 
managing director of NALU; C. S. 
Ohsner, independent producer at 
Columbus, O., William H. Froehlich, 
manager of Occidental Life at Milwau- 
kee, and Dale B. Potts, vice-president 
of Wisconsin Casualty. A play written 
and directed by William Bishop of 
Northwestern Mutual Life was also 
presented. 

WALU elected Carl J. Homann of 
Mutual Trust Life president to suc- 
ceed Willard L. Momsen of North- 
western Mutual. Other officers elected 
were president-elect Richard P. Mc- 
Guire of Massachusetts Mutual, vice- 
president Sy Manix of Old Line Life 
and secretary-treasurer George L. 
Grimm of New England Mutual. The 
following were elected directors: C. C. 
Somers of Bankers Life, H. Lee Minton 
Jr., of Travelers, Howard D. Severance 
of Mutual Service, Donald Huddleston 
of Old Line Life, John W. Freeman of 
Penn Mutual, Calvin K. Hansen of Old 
Line Life, Dale A. Simpkins of New 
York Life, S. A. Kresky of National 
Guardian, Oscar G. Hertsgaard of 
Franklin Life, Earl E. Trowbridge of 
Northwestern Mutual, George M. 
Hickey of North American Life, James 
L’Heureux of Prudential, Robert F. 
Stickler of Bankers Life and Roger N. 
Wesley of Minnesota Mutual. The as- 
sociation will hold its 1956 convention 
and sales conference at Madison. 

Jack Windsor, Connecticut general 
Life, Milwaukee, introduced Dr. 
Huebner as “a pioneer educator who 
introduced formal education in insur- 
ance 50 years ago.” Among special 
guests at the ceremonies honoring the 
native Wisconsin educator were M. F. 
Ryan, vice-president of Old Line Life; 
Fr. Edward Divine, dean of Marquette 
University college of business admin- 
istration; Gordon Adams, president of 
Wisconsin Life: F. Elwell, dean of the 
University of Wisconsin school of com- 
merce; Richard Bossard of Guardian 
Life; Miller Upton, president of Beloit 
college; Ben McGivern of Seefurth & 
McGivern, first CLU in Wisconsin, and 
Mrs. Huebner. 

2 Dr. Huebner reviewed the history of 
life agent education and the profes- 
sional status of the field. He said that 
while other insurance departments had 
tecruited college trained personnel and 
established formal educational require- 
ments, “nothing of worthwhile charac- 
ter was done in organized life insur- 
ance education until early in the 20th 
century.” He said many companies 
took the position that field representa- 
tives needed no special education be- 
Cause contracts were based on figures 
and salesmanship was the only quali- 
fication needed. 

He said there are six desires which 


W. Freeman 


must be fulfilled to make life under- 
writing a career. The desire to have 
the calling regarded as a profession 
because it involves a science was met 
fully by the CLU field of study, he 
said. He said the CLU program enables 
the underwriter to better serve the 
client in a more intelligent manner 
while at the same time increasing his 


income. He said 82% of the 5,000 CLU’s 
reported an increase in income after 
completion of the courses while only 
6.4% left life underwriting during the 
period of 25 years since the CLU de- 
signation has been awarded. 

In earlier ceremonies last week, a 
brass plaque commemorating Dr. 
Huebner’s career in life insurance was 
dedicated at the Hamilton community 
house in Two Rivers, Wis., where he 
was born in 1882. 

Mr. Schriver defined life underwrit- 
ing as “influencing men’s minds for 


their own good.” He said that to be a 
successful life underwriter an agent 
must not only “love the business,” but 
must remember above all else that 
“customers are human beings.” 

Mr. Ohsner urged a “return to fun- 
damentals.” He said agents should quit 
trying to sell life insurance but sell 
people a solution to their problems 
instead. He also urged a tax free pen- 
sion plan for insurance salesmen. He 
criticized the life companies for ex- 
pecting more and more free service 

(CONTINUED ON PAGE 16) 
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JOHN HANCOCK OFFERS 


e e e A new low-cost policy 
for those who can qualify 
as preferred risks. 
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ganization or sale. 


IF your business is a partnership, the disability or death of a 
partner may result in loss of control by you or in forced reor- 


Special funds to meet these possible dangers can be im- 


mediately available through Business Security life insurance 
policies offered by John Hancock. Payment of policy benefits 
can protect the family of the disabled or deceased partner and 
also the interest of the survivors. 


These Business Security life insurance policies are now 
lower in cost as a result of John Hancock’s new program of 
streamlining and simplifying life insurance. You should get 
the facts now about Business Security policies for your 
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Says Deductible 
Hospital-Surgical 
Policy Has Merit 


The experience of Bankers Life of 
Iowa since it began issuing individual 
and family hospital-surgical plans on a 
$50 deductible basis last July was ex- 
plained by Harry L. Graham, secretary 
of the company’s A&S department, be- 
fore the New York education seminar 
of Bureau of A&H Underwriters. 

He said that a possible solution to the 
problem of mounting hospital and sur- 
gical costs might come about by use of 
a deductible sum, that although it was 
too early to foresee the immediate fu- 
ture of this type of business he felt 
that it had great merit. 

Mr. Graham said that since Bankers 
Life entered the “arena of experiment” 
by introducing its deductible policies 
there have been relatively few under- 
writing problems as it uses the same 
approach to underwriting the policy as 
it does its first dollar contract. 

“It is amazing to note,” he remarked, 
“that the deductible type of policy has 
an appeal to people in all economic 
walks of life. Apparently the idea of 
deductible hospital insurance creates 
a public interest and we feel the con- 


struction of our policy ... enables our 
agents to produce more business.” 

The company has encountered no 
commission problems with its agent 
and it pays the same commissions on 
deductibles as it does for first dollar 
hospital policies: 20% each the first 
and second year and 10% each subse- 
quent year. It adopted the use of the 
same commission rate for the first 
years for its hospital business so as to 
stimulate the agents’ interest in main- 
taining better persistency. 

In August the company’s first pro- 
duction month for deductible hospital 
insurance, only 28% of the total hospi- 
tal applications received were for that 
type of policy. During the intervening 
months, however, the percentage of 
deductible applications received is now 
larger than that of the first dollar 
policy. 

In fact, he said, as of last month, 
63% of all applications received for 
hospital insurance were for the de- 
ductible policy. He explained, though, 
that even though the company’s over- 
all hospital business has increased rath- 
er sizeably under the deductible policy, 
it is receiving less premium. But it 
has experienced a definite decline in 
the total number of claims presented. 

Of the few claims handled it was 





Since its inception, Cal-Western’s “YOU, Inc.” training program 
for agents has attracted interest from many segments of the life 
insurance industry. If the program has enjoyed above-average 


success, we believe it is due, first to extremely careful selection 
standards, and second to certain basic concepts around which 
“YOU, Inc.” is framed. In this series of messages, we present some 
- not in the spirit of boastfulness . 
because they may be of value to the industry as a whole. 





of these concepts . . 


att ss: 


Attitude is everything 
...and nowhere is this 


more true than in life insurance selling. 


Starting with the very first selection interviews, “YOU, Inc.’ 
training seeks to implant the career-attitude in the mind of the 


new agent. 


It is reflected in every facet of our 10 year training pro- 
gram. Even the agent’s basis of compensation, featuring life- 
time service fees, emphasizes its importance. 


We believe the career-concept is 


the basic foundation of future 
growth ... of the agent, the 
company, the industry. 


No. 1 OF A SERIES 


California-Western States Life 


HOME OFFICE: SACRAMENTO 


. . but 
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found that the average claim payment 
is approximately $87. The company has 
watched its claims for complaints, mis- 
understanding of the policy provisions, 
or how the deductible sum is applied, 
but to date not one policyholder has 
complained about his loss, and the field 
force has reported that all claimants 
have been satisfied with the benefits 
paid on their losses. 

Mr. Graham said that at the time the 
policies were submitted to the various 
state departments, the company felt it 
mandatory to guarantee the renewabil- 
ity of the contract as it desired good 
persistency and felt that this could be 
accomplished by guaranteeing the re- 
newability of the policy to age 65 sub- 
ject to the company’s right to change 
rates. The rate change is not contem- 
plated on an individual or family basis 
but rather on a block of business de- 
pending on age and sex. The insurer 
cannot rider for any physical change 
in the policyholder after issuance. 

He said in submitting the deductibles 
to state departments there were no ob- 
jections of any importance except in 
California which, because of a mini- 
mum benefits law, would not permit 
the deductible approach to be applied 
to the surgical benefit, and because of 
that the policies in that state have the 
deductible amount applicable only to 
room and board and miscellaneous hos- 
pital expenses. 





To Form Life Company 


Final steps are being taken by Thorp 
Finance of Thorp, Wis., to organize a 
life insurance subsidiary there, accord- 
ing to Francis J. Conway, president 
of the 30-year old organization special- 
izing in small loans, farm auctions and 
financing for automobiles, trucks, 
farm machinery and equipment. 


Talks, Seminars at @ 
Mass. Mutual Meet 


Addresses by Vice-presidents Ches. 
ter O. Fischer and Charles H. Schaaft 
and small seminar discussions high. 
lighted Massachusetts Mutual Life's 
regional conference at Belleaire, Fla, 
for 350 men from 30 southern agencies, 

An advanced programming seminar 
brought out that audits which are ex. 
pensive to an agent should not be useq 
unless a sale is assured. The client 
should have a property and life insur. 
ance will to govern distribution of 
property and insurance. Ewing Carru- 
thers Jr., Memphis, was moderator. 

Meyer L. Balser, Atlanta, speaking 
on “The Career Life Underwriter as q 
Businessman,” said agents should con- 
centrate more on helping the prospect 
than making the sale. Charles S. Motz, 
Atlanta gave examples of how to build 
prestige by acting as a business man 
more interested in a client’s needs than 
in commissions. 

Simple programming was defined 
as helping the prospect determine his 
dependents’ and his own needs, es- 
timating the amount of insurance need. 
ed to complete the essential parts of 
his program. J. Berkley Ingram Jr, 
Greensboro, was moderator. 

The seminar on_ pension plans 
brought out that a strong reason for 
selling a plan to a small business js 
that it gives the owner a good oppor- 
tunity to build an estate on a favor- 
able tax basis. David Marx Jr., Atlanta, 
was moderator. 

Other moderators were J. R. Humph- 
ries, Atlanta, John P. Veith, St. Louis, 
and William F. Hughes, Memphis, were 
chairmen of the sessions. 





Little Rock, Arkansas 








GROWTH 


Announcing the 





opening of our Arkansas Agency 
524 PULASKI STREET 


Offering opportunities in career life underwriting 
with a complete portfolio of life, accident, sickness 
ond hospitalization coverage. 


GREAT SOUTHERN 
Life Insurance Company 
Founded 1909 
Home Office « Houston, Texas 


Robert R. Shannon, Manager 
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Agency Officers 
in Canada Elect 
Nairn Chairman 


A. Gordon Nairn, Prudential, was 
elected chairman of the agency sec- 
tion of Canadian Life Insurance Offi- 
cers Assn. at its annual meeting in 
Montebello, Quebec. H. I. Weir, Lon- 
don Life, was elected vice-chairman. 

If the business depends on the agen- 
cy system, the health of that system 
depends on the agency officers, de- 
clared A. F. Williams, Crown Life. He 
suggested the ideal qualities for an 
agency officer were a profound curi- 
osity, an active imagination, a power- 
tul ability to get things done and a 
healthy dissatisfaction with what has 
just been done. 

A panel discussion, moderated by 
M. K. Kenny, Excelsior Life, on “New 
Management—Development and 
Training,” brought out different view- 
points, expressed by K. H. Deane, Sun; 
E. H. Hanley, North American; M. R. 
Hamilton, Imperial, and F. A. Nichol- 
son, Manufacturers. 

Describing courses set up by his com- 
pany, Mr. Nicholson said that although 
certain basic principles of agency man- 
agement were well established, their 
use in actual practice must be deter- 
mined by the individual for his parti- 
cular situation. He explained the 
course does not attempt to set up rigid 
rules as to management procedure; in- 
stead it gives basic general principles 
designed to stimulate the participants’ 
thinking. Then by means of review, 
questions and actual assignments, it 
guides thinking regarding the appli- 
cation of those principles and actually 
tests ability to put those ideas into 
action. 

Mr. Deane said a study of his com- 
pany’s contract with the manager 
showed heavy emphasis had been 
placed on establishing new, capable 
career agents who would produce a 
good volume of business at moderate 
cost. To capitalize fully on the earn- 
ing power of his contract, he said his 
company believed the average man- 
ager should devote three-quarters of 
his time to recruiting and training new 
blood. 

The panelist pointed out that some 
pre-managerial training often starts 
within two years from the time the 
hew agent joins the company, shortly 
after he has proven that he is going 
to be successful. 

Mr, Hanley said his company found 








Graduate Actuarial Course 
Is Planned at Los Angeles 


The first graduate program in ac- 
tuarial science in southern California 
has been established at Occidental Col- 
lege, Los Angeles. 

The program, initially underwritten 

by Occidental Life, is slated to get un- 
der way this fall under the direction 
of Geoffrey Crofts, a fellow of Society 
of Actuaries and currently associate 
professor of actuarial mathematics at 
the University of Manitoba. 
_The program will include studies in 
life insurance, compound interest, life 
contingencies, finite differences, sta- 
tistical inference, and graduation of 
data. Students enrolling should be col- 
lege graduates with a background of 
mathematics through calculus, plus 
courses in applied and theoretical sta- 
tistics, accounting, and economic the- 
ory. A number of. scholarships are 
available, including both tuition and 
Monthly allowance and others cover- 
Ing tuition only. 

Students interested in part-time em- 
Ployment will have an opportunity to 

the actuarial division of Occiden- 
e’s home office in Los Angeles. 





an eight-week course in manag- 
erial training most successful and that 
the ideal class was made up of three 
people. He said that this class adhered 
to a very tight schedule. 

Mr. Hamilton commented that all 
management appointments were made 
from his own company’s agents. Once 
chosen, managers went to the home 
office for special training. 

A second panel, under the chair- 
manship of Mr. Nairn, discussed ‘‘De- 
velopment of Established Manage- 
ment.” Participants were W .T. Green, 














Dividends 
to policyholders in 1955: 


115% more than 1950. 













These highlights 


Annual Report is yours 
for the asking. 


29% greater than in 1954, and 


ANOTHER 
BANNER YEAR FOR 


MONY! 


from MONY’s Annual Report 
show that 1954 was one of the 
most successful years in MONY’s 
112-year history! A copy of the 


Prudential; S. C. Mackenzie, Domin- 
ion; N. E. McLeod, Mutual of Canada, 
and A. E. Wall, Confederation. 

Mr. Green said his company’s train- 
ing program consisted of three phases: 
Give the manager a picture of his job 
as seen through the eyes of successful 
managers; follow-through, the direct 
responsibility of agency executives; a 
workshop where the whole manage- 
ment program was reviewed. 

Mr. McLeod said his company’s 


course reviewed all the basic funda- 
mentals of agency management and 


brought managers up to date on cur- 
rent techniques and skills, as well as 
conferences of his company which had 
been concerned with the job of thor- 
ough familiarization of various current 
projects, and making adjustments to 
meet the practical day-to-day require- 
ments of field operations. 

Mr. Wall said his company concen- 
trates on training managers to train 
new men in their first two years. As 
a practical result, he said the average 
production per man-month of new men 
had just about tripled. 


Accident & Sickness 
Insurance sales totalled 22,000 policies, 


with annual premiums of $1.3 millions. 


Benefits to 


$141.2 millions. 


Sales: 17% greater 
than 1953, for a total of 
$424.1 millions. 


Net Investment 
Yield increased for seventh 

successive year to 3.23% after 
all investment expenses and Federal 
taxes. This compares with 3.13% 
in 1953. 
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policyholders and their beneficiaries: 


Life Insurance in Force 
passed the $5 billion mark in 1954. 


Surplus totalled 
$208.5 millions at the 
year’s end. Surplus ratio is 9.90% 
as compared with the maximum of 10% 
permissible under the New York 
State Insurance Law. 


eave with 
























Group Insurance Plans 

totalled $14.6 millions of life insurance, 
annuities of $1.2 millions, and accident & 
sickness insurance involving 

annual premiums of $111,000. 
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Southwest General Agents and Managers 
Hear Panels on Agency Production, Growth 


LOS ANGELES—The annual South- 
west General agents and Managers 
conference for Southern California and 
Arizona held at Pasadena had for its 
theme: “Be Alive in 1955.” There were 
* two panel sessions and an address on 
sales growth. Attendance was the 
largest of the nine years the meetings 
have been held. Co-chairmen of the 
area conference committee were Lloyd 
Lafot, New York Life, and Laurel E. 
Miller, Sun Life, Canada. Robert L. 
Woods, Massachusetts Mutual Life, 
program chairman who presided over 
all sessions, declared in his opening 
remarks that the companies, agencies 
and individual agents have been and 
are breaking all records, which is a 
bright outlook for even bigger and 
better markets in the future. 

Edward B. Bates, Connecticut Mu- 
tual Life, monitored the opening panel 
on “Our Opportunities for Record 
Agency Growth.” W. Thomas Craig, 
Aetna Life, presented the opportunities 
offered by “purposeful planning.” He 
stressed planning by the management 


of an agency illustrating his remarks 
by displaying the book used in his 
agency. He said the planning falls into 
a regular pattern embracing four 
steps: Analyze the situation of the 
agency from all angles; decide what 
accomplishment is desired; how to ac- 
complish the desired result for both 
long and short range planning and 
a constant check on progress. 

John W. Yates of Massachusetts 
Life declared he looked for men who 
are dissatisfied with their present sta- 
tus. And—if a man is not dissatisfied 
with his present job he would not 
make a good agent. He said the man- 
ager must develop sympathy for other 
people’s needs and give the agent an 
opportunity for personal growth. He 
urged the managers and general agents 
to get excited about their job and 
bring new men into the business. 

Richard K. Wilson, New York Life, 
looking at the topic from the angle of 
“Organized Training”, favored stand- 
ard training methods. He does not be- 
lieve a new man should start out as 


a specialist but as a general practi- 
tioner. He believes in standardizing 
the entire training program, but held 
that the idea of training differs with 
each man. Keep the focus on funda- 
mentals, he said. Train the new man 
to be a confidence man who is confi- 
dent in respect to himself; insist that 
the new man absolutely memorize the 
sales talk verbatim; supervised train- 
ing is requisite. 

Bruce Bare, New England Mutual, 
declared aggressive supervision is 
essential to agency building; that it 
improves each man’s activities so as 
to reach his potential; the job of super- 
vision is to show a man how to achieve 
that object. He declared a man should 
not be recruited unless the manager 
can train and keep him. Also if a man 
cannot sell life insurance in the pre- 
sent market, get him out of the busi- 
ness. 

Tony Whan, vice-president National 
Sales Executives, in his talk on “Our 
Opportunities for Sales Ability 
Growth”. said 7% of the people want 
70% of the things on the market; held 
that the salesman has made people 
want things; sales are not easy; sales 
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NOW ...FIRST TIME FOR NEW YORK AGENTS, BROKERS! 


U. S. LIFE offers True Group Life Insurance 


i 





especially designed for employers with 
10 to 24 employees! 





At last — thousands of new 
firms can now qualify for 
Group Life Insurance here- 
tofore limited to larger firms. 
Check your very own files 
for leads. Group Accidental 
Death & Dismemberment, 
Hospitalization, Surgical, 
Medical Reimbursement and 
Disability Benefit Law cover- 
ages are also available for this 
size group. Get the facts... 
“Write now!” 


Stop Groping 
Start GROUPING! 


Write now to 
your U. S. Life 
general agent orto... 





ALL THESE SELL-ECTIVE FEATURES: 


¢ Automatic (no 
medical exam 
required) coverage up 
to $5,000.00 
(Up to $10,000 with 


home office approval) 


¢ Standard group rates 


~( [Jenna Srarss 


INSURANCE 
city OF 


LIFE 
IN THE 


NEW 
84 William Street, New York 38, N. Y. 


e New, attractive 


commissions 
¢ Conversion privilege 
¢ Waiver of premium 


¢ Simplified group 
accounting 


procedures 
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here are better than in any other lang. 
the voice, a smile, appearance anq 
habits go a long way in helping sales. 
“people are our business and we 
should sell so that people buy what 
they want, not what they need.” 

Thomas G. Murrell, Mutual Benefit 
Life, monitored a panel on “Oppor. 
tunities for Record Agency Produc. 
tion.” G. Sydney Barton, Penn Mutual 
Life, discussing the topic from the 
standpoint of sales promotion, saiq 
attention should be paid to agents’ 
prestige building and called attention to 
company advertising in national publi. 
cations, local newspapers, and reprints 
sent to prospects. 

He emphasized that his company’s 
direct mail program is compulsory 
for the men in the first and second 
year and said most men continue the 
program thereafter. On sales promo. 
tion by supervisors he said daily or. 
ganized meetings were held by his 
company for men in the first year or 
until a minimum amount of business 
is paid for, but that no general agency 
meetings were held except for some 
specific purpose. 

Ray J. MHavert, John Hancock 
Mutual, declared the agency’s record 
production can be enhanced by surplus 
and brokerage lines. An agency wil 
have greater contact with more anid 
better underwriters if it takes surplus 
and brokerage lines. “Management js 
here to serve the public. We can best 
serve them by making our produc 
available through the source that 
people are familiar with. People have 
confidence in the person they are reg- 
ularly doing business with. The gen- 
eral insurance man is that person, 
Therefore, part of our opportunity for 
record agency production comes from 
this source.” 

Apparently the trend among compa- 
nies is they are ready to be of service 
to general insurance men. Brokers 
demand service, he held, and to meet 
it a brokerage department must be 
formed in an agency. The joint work 
with the broker is educating him to 
handle his own cases, such as business 
insurance. Distribution of a brokerage 
kit is extremely helpful. 

Howard Nevonen, Washington Na- 
tional Life, queried “Do we as gen- 
eral agents know ourselves and are we 
driven by some inner urge to become 
greater than we are? Do we know 
where we fit? Do we know the things 
that we are capable of doing? Do we 
know the niche in which we belong? 
In approaching the problem of raising 
the sights of the older man it will be 
important that we sincerely analyze 
his abilities. We must approach the 
problem with sincerity of purpose 
without the dollar sign in our eyes. 
After two or three years in the busi- 
ness it is difficult to correct any weak- 
ness in a man. Possibly we should note 
down and make a case study of the 
man. We must keep in mind that most 
men can’t be motivated at arms length. 
Mr. Murrell closed the panel with 
remarks based on “Time.” He made 
the following suggestions for saving 
time in management: Reduce to writ- 
ing the recurring phases of selling, or 
record it on a long-playing phono- 
graph record, or put it on tape; “who 
is your best prospect?” is the next time 
saver: go to the agent’s desk instead of 
waiting for him to come to yours. 





Walter G. Gastil, Connecticut Gen- 
eral Life, closed the program with an 
inspirational address on “Our Oppor- 
tunities for Personal Growth.” “It is, 
our job to serve the people. If we 
don’t, some other agency will take 
over the task of replacing earning 
power. 
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Trade Confab With FTC Gets NAIC Backing 


(CONTINUED FROM PAGE 1) 








adopted, and Mr. Layne said it was 
unfortunate that the report be pub- 
lished at all. 

The idea that NAIC and the com- 
panies (working through the Joint 
Committee on Health Insurance) could 
solve their FTC headache by working 
up a set of rules and regulations for 
A&H advertising is recent. It came 
about after Mr. Pansing decided to 
go straight to the source and talked 
with Chairman Howrey of FTC on 
May 11. During this discussion Mr. 
Pansing said he learned FTC has no 
great pride of jurisdiction, but feels 
rather that force of circumstances 
caused it to move in on the A&H 
pusiness. FTC would gladly move back 
out, he said, if the business can show 
it an acceptable answer on a national 
scale. 

In his full report, Mr. Pansing re- 
marked that in the last four or five 
years there have been some cases of 
false and misleading advertising. Not 
all the states have passed adequate 
control legislation on this score, and 
all parties now agree that lack of such 
legislation automatically means FTC 
has some jurisdiction. In all of this the 
public interest is involved, he declared. 

Mr. Pansing recommended that rules 
of conduct be established. And at the 
same time NAIC and the joint com- 
mittee on health insurance actively 
support needed legislation. A complete 
code of advertising rules might come 
out of a fair trade practices conference 
of the industry and FTC, he admitted, 
but he said he opposes this approach 
as an admission of FTC jurisdiction, 
at least in the mind of the public. 
His own suggestion that there be a 
three-way meeting of FTC, the indus- 
try and NAIC Mr. Pansing said he 
now looks upon as the second best 
answer after his direct talks with the 
FTC people. What can be done, he re- 
ported, is the setting up of a code by 
NAIC with full industry support, and 
with FTC cooperation. This eliminates 
the problem of jurisdiction without 
going into some of the niceties of it. 

At the same time, Mr. Pansing 
stated, NAIC and the joint committee 
must work hard to get needed laws 
passed. This should be done by hav- 
ing a commissioner from each zone 
and a member of the joint committee 
from each zone see that something is 
done, state by state. 

Taylor of Oregon, who presided at 
this part of the session, asked for in- 
dustry comment on Mr. Pansing’s 
ideas. Robert Crichton, counsel of 
American Life Convention, said his 
organization cannot be a party to 
any plan in which the companies ask 
for a meeting with FTC or have to 
ask for FTC approval of their acts. 
Joseph F. Follmann Jr. of Bureau of 
A&H Underwriters agreed with this, 
but 100% support for the Pansing 
plan was given by John Hanna of 
H&A Underwriters Conference, by 
Joseph McGee of Assn. of Insurance 
Advertisers, and by Eugene M. Thore 
of Life Insurance Assn. of America, 
who remarked he thinks the idea is 
good if he was correct in interpreting 
it as calling for a three-way meeting 
of FTC, NAIC and the industry. 

Robert L. Hogg of Equitable Society, 
former general counsel of ALC, of- 
fered some observations of his own 
that is is all right for one company to 
80 to FTC with its own problem, but 
it is another thing for the whole in- 
dustry to do it. Perhaps the business 
could go along with FTC on the ques- 


tion of advertising, he said, solving 
the matter by obtaining everybody’s 
agreement, but then one morning the 
business might wake up and find it 
had to get into a fight with FTC on 
some broader issue. In two or three 
ways Mr. Hogg cautioned on letting 
FTC have any veto power over what 
NAIC and the industry might decide on 
in the way of a code. 

Mr. Knowlton’s report of the com- 


mittee to study the question of FTC 
jurisdiction was first on the agenda 
for the session. He said this group had 
three meetings, and at the first auth- 
orized Raymond Harris of the New 
York Department to get up a brief of 
all the combinations of circumstances 
under which FTC could claim juris- 
diction. After a little historical back- 
ground, Mr. Knowlton said FTC jur- 
isdiction is limited to the extent in- 
surance is not regulated by state law. 
State laws take precedence over fed- 
eral laws in the insurance field under 
PL 15, he asserted. It was never in- 


tended that there be concurrent juris- 
diction. 

The report recommended that in 
order to preserve state regulation each 
state should enact four laws: An un- 
fair trade practices act, an unauthor- 
ized insurers service of process act, 
an unauthorized insurers false adver- 
tising act, and a reciprocal uniform 
unauthorized insurers law. The last 
one, he said, plugs the gap. It requires 
that a state’s domestic company doing 
business in any other state must be 
licensed in the other state. Also, the 
report suggested that NAIC might 
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You love them... 
protect them ! 


Designed for the support of Great-West Life representatives, this poster will 


appear in over 60 cities throughout the United States and Canada during 1955. 


The message “You love them . . . protect them!” is a reminder of the 


foremost obligation of life insurance — to provide protection for the 


family against the financial hazards of the future, 


Outdoor advertising is an example of the support given Great-West Life 


representatives in their sales and service activities, 
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set up uniform rules for advertising. 
The committee studying FTC juris- 
diction could then be killed, the report 
stated, and there could be substituted 
for it an unfair trade practices com- 
mittee. 

It was this report which the com- 
mittees adopted in toto in executive 
session, but the commissioners were 
made fully aware that there are sec- 
tions of the business that have no use 
for it. 

Moses Hubbard characterized the 
report as the “death knell” for his 
companies in the Commercial Trav- 


elers group. In forceful and telling 
language, Mr. Hubbard declared the 
reciprocal licensing provision would 
“crucify” his companies. No one can 
say that Commercial Travelers of 
Utica isn’t adequately regulated, he 
contended. The NAIC survey shows 
that the effects of false and mislead- 
ing advertising are negligible, he went 
on. There are only two complaints on 
advertising in the survey, but many 
more on the activities of salesmen, 
agents or brokers. Mr. Hubbard made 
it clear he could not agree to a report 
which he felt would be harmful to 
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* A prestige-building advertising and promotion program tailored 
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the Travelers companies. 

Wade Martin of Louisiana, chair- 
man of the A&H committee, respond- 
ed to this, saying Mr. Hubbard repre- 
sents his companies, but the commis- 
sioners represent the public. What is 
wanted is effective regulation in all 
states. If the states are to regulate 
the business, this law must be enacted. 
Even if all the states adopt an unfair 
trade practices act, the FTC would 
be in the picture still. Other agencies of 
the government or Congress could 
move in on the business. The compa- 
nies that are inconvenienced by the 
law will have to bend a little in the 
interest of the whole business, he said. 

There was some surprise occasioned 
by the support given Mr. Hubbard by 
W. Clement Stone of Combined group 
of Chicago, who said he feels there 
must be a means of achieving what is 
wanted without hurting any partic- 
ular class of companies. 

Even more of a shocker was the 
comment of Alvis Layne that while 
the part of the report Mr. Hubbard ob- 
jected to was unfortunate, it was even 
more unfortunate that the report be 
published at all. To do so, he com- 
mented, could embarrass the compa- 
nies now defending charges made by 
FTC. 

How would this embarrassment 
come about? Mr. Knowton asked. Mr. 
Layne said contemporary reports have 
an influence on cases in progress, and 
for NAIC to report conclusions, such 
as an admission of FTC jurisdiction, 
is an area still in doubt, offers an 
argument to FTC. If an admission of 
FTC jurisdiction is the official view 
of NAIC, “how could they (FTC) not 
use it?” he asked. FTC would be “de- 
lighted” to have such ammunition. 

Then should NAIC reach no con- 
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clusion? Mr. Martin asked. 

Mr. Layne admitted the breadth gf 
the problem, it covers the presen 
cases and any possible future 
but all these questions are pending jy 
one or more of the cases now befor, 
FTC. The report “unquestionably 
prejudices” what is now transp 
he asked, since pre-judgment by NAIc 
must inevitably embarrass the insyr. 
ers. 

What about the recommendations oy 
legislation? Mr. Pansing asked. 

If the legislation is justified 
reasons of state regulation alone, 
aside from the threat of federal regy. 
lation, then there is no argument, Mr 
Layne responded, but to enact laws 
on the basis of the federal threg 
brings in a host of new problems. 

Leffert Holz of New York spoke 
sharply on the point of taking cog. 
nizance of the fact that FTC is in the 
picture. It cannot be hidden or ignored, 
he pointed out. Navarre of Michigan 
added that he is alarmed by “adyo. 
cates of special interests” who are ig. 
noring the broader scope. “Are we go- 
ing to face up to the issues today, or 
wait for the Congress to act?” he 
wondered. 





Issues Decreasing Term Policy 


Prudential has brought out an an. 
nually decreasing term policy, which 
may be issued for term periods of 10, 
15, 20, 25 or 30 years at standard 
special A or special B rates. Premiums 
are payable during the term period, 
Minimum initial amount is $5,000. 

Conversion may be at the attained 
age but not later than 5 years before 
end of the term period to life paid-up 
at 85 or modified life 3 without evi- 
dence of insurability for an amount 
not to exceed 75% of amount in force 
at time of conversion. 
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dreams as the result of PLANNED ACTION, which re- 
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You can soar into a profitable career today if you 
take ‘‘PLANNED ACTION” now and contact National 
Reserve Life—the company Strong as the Strongest— 
Enduring as Rushmore! Our big expansion program 
is sweeping forward from the Territory of Hawaii... 
from California to Florida and we have excellent op- 
portunities available for men ready for General Agent 
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Write us today and of course, all information will 
be considered strictly confidential. Opportunity is 
knocking at your door—and your future can be with 
National Reserve Life. Write today! 


H. 0. Chapman, Pres., S. H. Witmer, Chm. of the Board 
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Cheapness Lacks Appeal Today 


cab on the price angle in some 
of the advertising currently being done 
on “special’’ policies should not mislead 
anyone into assuming that low cost by 
itself is likely to have a very wide pop- 
ular appeal today. Never has this 
country been at such a high ievel of 
prosperity—prosperity so widely dif- 
fused among all economic classes. What 
Lola wants, Lola gets. The price, if it 
is anywhere at all within reason, is not 
the controlling factor. 

It would be a serious mistake to base 
an advertising campaign on price ap- 
peal alone. In fact, few if any compan- 
ies, whether advertising “specials” or 
regular life insurance, have really dwelt 
on the cheapness angle, even though 
they have brought it into the copy. 

Analysis of most of these ads shows 
that the real appeal is the same as for 
example, the Buick company uses in 
cutting into the “all three” market. 
Buick’s advertising has at times taken 
the tack that now you can own a Buick 
for little or no more than some of the 
low-priced cars cost. It is an attempt to 
invade a new market. 

In the same way, a company offering 
a $10,000 special policy addresses its 
appeal to the fellow who needs $10,000 
of life insurance but thought he 
couldn’t afford it 

So far as we have discovered, there 
has been no advertising based on how 
cheap any company’s $1,000 policy is. 
Rather, the appeal has all been in the 
direction of raising sights of the buyer 
who might be in the market for $5,000 
to $8,000 of coverage but whose sights 
can be notched up by persuading him 
that a $10,000 policy is not really out 
of his range. 

This kind of price appeal is very dif- 
ferent from a cheapness appeal. It has 
been used for years in advertising types 
of products that many readers would 
automatically believe to be out of their 
range. Actually, it is value appeal 
rather than price appeal. “Look at all 
you get at a price not much higher than 
you’d intended to pay!” is the basic 
lure. It’s the reason why people are 
running around in Buicks, Cadillacs, 
Chryslers, and Lincolns when they 
haven’t much more than enough for a 
down payment on a Ford, Chevrolet 
or Plymouth. It’s not surprising that it 
works well in interesting prospects in 
an amount of life insurance they had 
assumed they couldn’t afford. 

Consider how ineffectual an adver- 
tisement would be if it talked only 
cheapness: “We'll insure you at a lower 
cost than any other company.” There’s 
no appeal there. Nor would there be if 


the ad went on Y prove convincingly 
that the advertiser’s policy was indeed 
the cheapest to be had. People are not 
interested in cheapness today. 

So much has been said about the 
price appeal of the special policies 
that the impression could get around 
that there is a price war on in the life 
insurance business. It would be ex- 
tremely unfortunate if this led to real 
emphasis on price, because no one is 
really looking for low prices as such. If 
people can be convinced that something 
is what they want, they will pay what- 
ever is asked for it, even going into debt 
in a rather alarming way if they want 
it badly enough. The life insurance ap- 
peal should continue to be on adequate 
protection, correctly fitted to buyers’ 
needs. If the price for this big, beauti- 
ful, streamlined policy is less than they 
might have thought, that of course adds 
to its charm. But it really is not the 
primary interest and it would be a mis- 
take to proceed on the assumption that 


~~ DEATHS 


HENRY H. JACKSON, 70, who re- 
tired Feb. 1 after having been vice- 
president and ac- 
tuary of National 
Life of Vermont 
since 1943, died 
unexpectedly of a 











heart attack in 
Barre, Vt., City 
Hospital. He re- 


signed as principal 
of Spaulding high 
school to join Na- 
tional Life’s ac- 
tuarial depart- 
ment in 1918. He 
had _ been _presi- 
dent of Society of 
Actuaries and president of Home Of- 
fice Life Underwriters Assn. He was 
widely known for his knack of speak- 
ing in a humorous vein on actuarial 
matters. 


THOMAS B. LANE, agent of Massa- 
chusetts Mutual Life at Buffalo, died. 
He had been with the company 40 
years, 


WILLIAM N. KEITH, retired gener- 
al agent for Home Life, died at Louis- 
ville. He was an agent for American 
L. & A., Louisville, for 15 years prior 
to joining Home Life. 

MISS MARTHA C. HUBER, 88, one 
of the first women in life insurance in 
Kentucky, died at Glasgow, Ky. She 
retired five years ago after serving 35 





Henry H. Jackson 


years as special agent for Equitable 
Life. She is survived by a niece, Miss 
Blanche C. Huber, who became a life 
agent for Equitable after serving as 
secretary of Louisville Board of Fire 
Underwriters. 


HARRY A. GATHMANN, 61, retired 
manager of Prudential at Cedar Rap- 
ids, died there. He was past president 
of Cedar Rapids Assn. of Life Under- 
writers. 

ADOLPH H. JANS, 89, an Amer- 
ican National Life agent at Chicago 
and in the insurance business for 61 
years, died. He was with Prudential 
from 1900 to 1920 as an Ohio dis- 
trict superintendent and later was 
with that company at Chicago. 

ARTHUR F. G. GEMMER, 65, treas- 
urer and director of Empire L. &. 
A., died at Indianapolis. He joined 
Empire 36 years ago as a bookkeeper 
after five years with Metropolitan as 
agent and assistant superintendent. 

L. LeROY RYAN SR., supervisor for 
Benefit Assn. of Railway Employes, in 
charge of Wisconsin and upper Michi- 
gan, died at a Milwaukee hospital after 
a brief illness. He had been with BARE 
for 31 years. 

RICHARD H. GAMWELL, a board 
member of Berkshire Life since 1935, 
died at his Pittsfield, Mass., home. 








Detroit Leads in 
Ordinary Sales Rise 
for April, 4 Months 


Detroit led large cities in percentage 
of increase in the sale of ordinary 
life for April and the first four months, 
with 30% and 27%, respectively, ac- 
cording to LIAMA. 

For the other largest cities, the per- 
centage increases for April and the 
first four months, respectively, were: 
Boston, 22 and 24; Chicago, 13 and 15; 
Cleveland, 22 and 23; Los Angeles, 16 
and 22; New York City, 13 and 21; 
Philadelphia, 11 and 15; and St. Louis, 
26 and 17. 


Mutual of New York Is 
Opening Office at Tulsa 


Mutual of New York is opening an 
agency at Tulsa July 1 with Leo C. 
Murray, former manager at Los Ange- 
les, in charge. Douglas D. Eve, man- 
ager at Vancouver, will succeed Mr. 
Murray at Los Angeles. James C. An- 
derson, who has represented the com- 
pany at Edmonton, Alberta, since 1953, 
will be manager of a new district 
office there. 








Correct State Mutual Totals 

Incorrect totals were shown for 
State Mutual Life in the exhibit in 
the May 20 issue in showing the 
amounts of new business written by 
life companies in Ohio in 1954 as well 
as the total amount of insurance in 
force at the year end. 

State Mutual Life’s new ordinary 
business in Indiana was $12,284,423, 
and at the year end the company had 
$121,326,973 of insurance in force. In 
addition, the company wrote group 
business of $16,494,067 and had group 
in force of $41,763,081. 


PERSONALS 





Richard E. Mathes, group repre. 
sentative in charge of State Mutua) 
Life’s Boston office, uses his own air. 
plane, a Cessna 120, to contact clients 
throughout New England and travels 
more than 1,000 miles a month op 
short-hop business trips. 

Paul F. Clark, president of John 
Hancock, has been awarded the 
Bookline, Mass., Rotary Club’s annual 
distinguished public service award for 
outstanding accomplishments in his 
business. 


McCankie Retires; | 
Equitable, Ia., V-P 


Reginald C. McCankie, vice-presj- 
dent and actuary of Equitable Life 
of Iowa, has retired under the com. 
pany’s retirement program. 

Born in Edinburgh, Scotland, Mr, 
McCankie was educated at George 
Watson’s College, the school where 
many Scottish actuaries received their 
early mathemati- 
cal training. He 
initiatally came to 
the U.S. in 1911 as 
assistant actuary 
of Great Southern 
Life. After service 
in Scotland in the 
first world war, he 
returned to the U. 
S. in 1919, joining 
Shenandoah Life. 
He went with 
Equitable in 1920, 
advancing to vari- 
ous positions until becoming vice-pres- 
ident and actuary in 1948. 

Mr. McCankie served as a member 
of the council of the Actuarial Society, 
as secretary vice-president and presi- 
dent of American Institute of Actuar- 
ies, and also is a past president of 
Home Office Life Underwriters Assn. 














R. C. McCankie 





Four Bills Fail Passage 


in Mo. Legislative Error 


A slipup by a Missouri legislative re- 
porting clerk was responsible for a 
news story being circulated saying that 
several key senate bills in the 1955 leg- 
islative program of Superintendent 
Leggett had been passed by the Mis- 
souri house and sent to Gov. Donnelly 
for his approval. It is reported the 
legislative reporting error was the first 
of its kind made in 42 years. 

Bills failing to pass were those on 
unfair trade practices; uniform per- 
sonal A&H; incorporation of new stipu- 
lated premium life insurance com- 
panies, and the policyholder fund or 
surplus of indemnity exchanges. Since 
the general assembly was scheduled to 
close May 31, there did not appear to 
be time to salvage any of the bills. 


St. Paul CLU chapter heard a talk on 
underwriting by Walter K. Fritz, un- 
derwriting secretary of Washington 
National Life. 
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Ad Men in Canada Elect 


Ferguson, Discuss TV 

J. P. Ferguson, London Life, was 
elected chairman of the advertising 
section of Canadian Life Officers Assn. 
at Montebello, Quebec. He succeeds 
w. A. Neville, Great-West Life. W. M. 
Bowden, Crown Life, and H. C. Innes, 
Manufacturers Life, were named vice- 
chairmen. 

Reviewing the history of television 
as an advertising medium, Scott Stock- 
well, vice-president of MacLaren Ad- 
yvertising Co., Toronto, observed such 
innovations always gained a surfeit of 
attention for a considerable period 
pefore people began to evaluate them. 
He opined television would not replace 
other media, but rather enhance them. 

Kar] H. Wahl, Mutual Life of Cana- 
da, said his company has been quite 
happy with the series of 20-second 
spot announcements three times a 
week. He says his company still re- 
gards the use of television as an ex- 
periment. 

Allan B. Yeates, with the Canadian 


head office of Prudential, said his 
company was completely sold on 
television as its main advertising 


medium. Television, he said, sells in 
the same way an agent does—through 
the spoken word and visual presenta- 
tion—and it reaches into the living 
rooms of every segment of society. 





Plan Panel for Lawyers 


The insurance section will conduct 
atrial tactics panel at a regional meet- 
ing of American Bar Assn. in Cincin- 
nati June 9, with Chairman Walter 
A. Mansfield, Detroit, presiding, the 
discussion will be moderated by U. S. 
District Court Judge Lederle at De- 
troit. 

Panelists will include Wayne Strich- 
ter, Toledo; Edward D. Bronson, San 


Francisco; A. R. Pederson, Chicago; 
Robert B. Hobson, Louisville, and 
Wayne Ely, St. Louis. 





Wilson, Agency Secretary 


for Central Standard Life 


Ralph E. Wilson has been appointed 
agency secretary of Central Standard 
Life. 

Mr. Wilson’s experience has been 
with Travelers. He started at Detroit 
and was administrative assistant at 
Chicago before joining Central Stand- 
ard. 





Puerto Rico Investments 


NEW YORK—Teodoro Moscoso, eco- 
nomic development administrator of 
Puerto Rico, said a special summer 
session of the commonwealth’s legis- 
lature will consider legislation that 
will open the door wider to insurance 
company and other large scale invest- 
ments. 

Northwestern Mutual Life, State 
Mutual Life, Bankers National Life 
and Colonial Life are participating 
with two banks in financing a $12,- 
250,000 anhydrous ammonia plant to 
be built on the island, he said. 





Sapp Also Resigns in Ohio 


COLUMBUS, O.—Clifford Sapp, as- 
sistant secretary of Insurance Feder- 
ation of Ohio, has resigned to become 
secretary of another trade association. 
His resignation coincided with that of 
Secretary Homer Trantham, but neith- 
er knew at the time the other planned 
to leave the federation. Mr. Trantham 
will remain secretary until a_ suc- 
cessor is chosen. 





Pru Promotes Feinberg 


Prudential has appointed Herbert 
Feinberg head of its Tioga district of- 
fice in Philadelphia. With the company 
since 1936, Mr. Feinberg has served as 
agent and staff manager of the Liberty 
Bell office in Philadelphia. 
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AND NOT JUST OUR HOME OFFICE. We have just introduced 
one of the most high-powered, competitive policies you have 
ever seen. But don’t take our word for it, ask our field force. 
They're more excited than we are. And their sales prove it. 

It has always been and always will be our objective to place 
this type of tool in the hands of our field force. We're proud 
of our “‘exclusives’’ and the help our men can expect from us. 
Being an agency minded company, we know that their success 


Information concerning opportunities in the ‘Provident 
States’’ will be supplied upon request. 


THE PROVIDENT 


4 Life Insurance Company 


BISMARCK, NORTH DAKOTA 
Joseph Dickman, Agency Vice President 


Life - Accident - Health - Hospitalization - Annuities 


Pension Trust 
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1% increased and made more 
a profitable through use of the 


KEYED FOR ‘ ‘ e 

REE Company's unique Retirement 
Income Sales Kit. This Kit, com- 
plete with a phonograph train- 
ing record, contains all the 
materials needed to make a 
convincing Retirement Income 
presentation. It is one of four 
similar Kits, each based on field 
tested procedures which accel- 
erate the sales effectiveness of 
the career life underwriter. 





LIFE 
INSURANCE 
EQUITABLE | 'Nsuran: 
FOUNDED IN 1867 IN DES MOINES | OF IOWA 



















ROAD MAP FOR THE MEDICAL EXAMINER 


To the best of our knowledge, A Road Map for the Medical 
Examiner is the first brief, fully agency-minded publication 
ever prepared for widespread distribution to medical examin- 
ers. It was carefully reviewed (ahead of publication) by one 
of the leading medical directors of the nation and is recognized 
as a booklet which will help your medical examiners help 
your agents sell more life insurance. It can also help persuade 
your own medical examiners to own more life insurance. But 
it is a valuable publication with MANY uses, as you will 
quickly see when you examine a copy. Order several today, at 
only 55¢ each. 








a 


ja a ig Sag RR aaa 


aga 


iL 


16 


HeNATIONAL UNDERWRITER. 


June 3, 1955 


—— 











Agents Honor Huebner; Elect Homann & Freeman 


(CONTINUED 


FROM PAGE 7) 





from agents. 

Mr. Froehlich and Mr. Potts gave a 
joint talk illustrating the importance 
of human relations in selling life in- 
surance. The illustrated talk compared 
the make-up of human nature to a 
piston. 

The play, entitled “Baptism for Suc- 
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The Men With The Guarantee have... 


cess,” is the story of a successful agent 
who advises a young agent on how to 
make the grade. The successful agent 
recalls four speeches he heard at an 
insurance convention and credits his 
success to their subjects: persistent 
“prospecting,” organization and time 
control, study and improvement and 






Bee 


for rewarding futures 

The Guarantee’s intensive expansion pro- 
gtam in the Pacific Northwest and Middle 
West offers unexcelled opportunities for 


career-minded general agents. New fields of 





FOR MORE INFORMATION 
on the areas available and 
advantages offered by The 
Guarantee, write or phone 
today in confidence — to 
J. D. Anderson, Agency Vice 
President, 1805 Douglas St., 
Omaha, Nebr., At. 7100. 
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growth are also available in many other areas 
for high-caliber aggressive men. 

As a General Agent with The Guarantee, 
you will benefit from these agency-building 
tools: @ A complete line of insurance to 
sell @ Two new financing programs @ The 
Guarantee’s liberal 5 Star Contract @ A new ie 
pension plan @ An agency-minded company. 





Ralph E. Kiplinger, President 















MUTUAL LIFE COMPANY 


OMAHA 2, NEBRASKA 










MIFE + ACCIDENT + 





SICKNESS © HOSPITALIZATION 

















ADVANCED MANAGEMENT SEMINAR RESERVATION DETAILS 


A seminar in Life Company Management will be offered by the Graduate 
School of Insurance Administration beginning September 12 and closing 
October 7, 1955. This is a program of full-time study and instruction. 
Enrollment is limited to 40 men now employed by American and Canadian 
life insurance companies in responsible home office administrative posts. 
Faculty of 15 professional teachers and highly qualified life insurance 
company officers. Tuition is $1750 per member. This sum covers instruc- 
tion, books, and board and room for 26 days (two men to a room). 
Companies may reserve a place in the seminar for a representative to 
attend—and name the candidate later—by writing or telephoning Dr. J. 
Owen Stalson, Director of the School, before June 20, 1955. 


The Graduate School of Insurance Administration 


One East Putnam 


Greenwich 8-3950 


Greenwich Connecticut 








effective “closings.” 

William H. Pryor, NALU national 
committeeman, presented a report on 
state and national activities for the 
year. He urged agents to keep in- 
formed on the problems that face the 
business and to take a more active part 
in local, state and national association. 

The association went on record in 
opposition to a Wisconsin bill which 
would open life insurance to “any 
number of employers of various types 
of industry who joined themselves 
together for the purpose of purchasing 
group life insurance under a trustee 
arrangement.” The law presently limits 
group insurance to “trustees of a fund 
established by two or more employes 
in the same industry .. .” The bill 
sponsored by the Wisconsin Manufac- 
turers Assn. would strike out the words, 
“in the same industry.” Agents were 
urged to contact their legislators and 
do everything possible to defeat the 
bill. 

John W. Freeman of Penn Mutual 
was elected president of the managers 
association to succeed Harold E. Kasche 
of Aetna Life. Other officers elected 
were: vice-president George L. Grimm 
of New England Mutual, secretary- 
treasurer John J. Frey of Prudential, 
and directors Donald T. Williams of 
Metropolitan and S. H. Koch of North- 
western Mutual. 

Hastings A. Smith, general agent of 
New England Mutual at Indianapolis, 
addressed the group following the din- 
ner meeting and election. He described 
how he built his agency from a four- 
man, $1 million operation in 1949 to 
a 15-man, $7 million agency in 1955. 
He said that it is better to make a few 
mistakes in recruiting than to be 
neglectful. 


275 Turn Out for 
N. H. Sales Congress 


The sales conference sponsored by 
the New Hampshire Assn. of Life Un- 
derwriters drew an attendance of about 
300. Speakers included Commissioner 
Knowlton of New Hampshire, who is 
president of the National Assn. of In- 
surance Commissioners; Maj. Gen. E. 
N. Harmon; Denzel J. Haywood, direc- 
tor of agencies of the John Hancock 
district agencies department; and T 
Gibson Smith, Prudential’s New Eng- 
land director of agencies. Myron N. 
Boyd, New York Life, Manchester, 
conducted the sessions as state asso- 
ciation president. 





Spencer Schroeder Joins 


N. Y. Life as Supervisor 


Spencer Schroeder has joined New 
York Life as supervisor of municipal 
and revenue bond investments. Mr. 
Schroeder has had many years of ex- 
perience in this field He is a graduate 
of Wharton School. 


WQMDRT Membership Up 


A preliminary membership report 
indicates 45 new members qualified 
for this year’s womens’ Quarter Mil- 
lion Dollar Round Table. This is one 
of the largest new member reports, 
according to Miss B. B. Macfarlane, 
Pan-American Life, New Orleans, 
membership chairman. There are 240 
life and qualifying members for 1955. 
The total exceeds that for the two 
preceding years. 

Besides the U. S., membership this 
year will include insurance women 
from Alaska, England, Hawaii and 
Canada. A complete report will be 
made later. 


D. C. Council Elects 


Washington, D. C., Life Insurance & 
Trust Council has elected Joseph L. 
Whyte, American Security & Trust Co., 
president; Chester R. Jones, Massa- 











chusetts Mutual Life, vice-presiden; 
Willard G. McGraw, Union Trust Co 
treasurer; and Samuel J. Sugar, Pen, 
Mutual Life, secretary. 

Elected to the executive committe. 
were Edwin B. Shaw, Riggs Nationa] 
Bank, C. Carny Smith, Mutual Bene. 
fit Life, J. Fontaine Hall, Nationa 
Savings & Trust Co., Edward J 
Schmuck, Acacia Mutual Life, ang 
Charles F. Suter, Massachusetts Ip. 
demnity, retiring president. 














ANS: A General Agency with 
a LIVE Company ... anda 
BIGGER SHARE of the 
Premiums under our 


DIRECT CONTRACT 





We have an exceptionally fine 
portfolio of standard and ial 
life policies, plus surgical benefit 
and hospitalization coverages. 














DIRECT AGENCY openings in: Mary- 
land, Ohio, Indiana, lowa, Kentucky, 


Missouri, Mississippi, Arkansas and 
gone West Virginia. 
ey 
y= val WRITE TO: 
ry , J. DeWitt Mills 


Supt. of Agents 


Mutual Savings Life 


5701 Waterman St. Lovis 12, Me. | 


PRODEOET PATRIA 











More than M000 


FOR SCOUTING IN THE 
LUTHERAN CHURCH 


During past years, LUTHERAN 
BroTHERHOOD life insurance so- 
ciety has distributed more than 
$111,000 through the NATIONAL 
LUTHERAN OMMITTEE ON 
ScouTinc to help promote 
Scouting in the Lutheran Church. 
The NaTIonaL LUTHERAN Com- 
Mahed the Pro Deo ct) Patria 
is the Pro Deo et Patria 
medal, a Lutheran Church Award conferred 
upon a Scout by his pastor. This A 
indicates that the Scout has fulfilled a pre- 
scribed course of spiritual improvement and 
has given outstanding service to his Church. 
The Pro Deo et Patria medal has been pre- 
sented to 2,669 Scouts in the Lutheran 
Church by the NaTIONAL LUTHERAN CoM- 
MITTEE ON SCOUTING of the AMERICAN FED- 
ERATION OF LUTHERAN BROTHERHOODS. 
LUTHERAN BROTHERHOOD life insurance soci- 
ety is proud to have a part in this program. 
This is another example of LUTHERAN 
BroTHERHOoD’s part in ‘*. . . extending the 
Lutheran Faith, to foster patriotism, loyalty 
... . to provide instruction . . . to promote 
the spiritual, intellectual and physical wel- 
fare of its members.’’* 


*From Article I of LUTHERAN BROTHER: 
HOOD’s Articles of Incorporation. 


LIFE INSURANCE IN FORCE $577,771,163 
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608 Second Avenue So. * Minneapolis, Minn 





MANAGEMENT 
CONSULTANTS 

















O’TOOLE ASSOCIATES 
Management Consultants 


To Insurance Companies 
Established 1945 


P. O. Box 101 Queens Village, N. Y. 
Phone — Hollis 4-0942 
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Texas Governor OKs 
Two More Life Bills 


Two more of the five major insur- 
ance “reform” bills passed by the 
Texas legislature were approved by 
Gov. Shivers last week. 

One raises the financial require- 
ments of new life companies to a 
minimum of $200,000 capital and sur- 
plus and the other permits appeal 
to the district court in Austin from 
decisions of the board of commis- 
sioners. 

The new life company capitalization 
law forbids organization of limited 
capital stock companies for $25,000 but 
allows the large number of those com- 
panies now in business to continue. 
The bill originally introduced by Sen. 
Bracewell of Houston and passed by 
the senate asked for a minimum of 
$375,000. It was amended in the house. 

The law also restricts investments 
of assets in home office buildings and 
real estate loans. 

Two other laws increase the capital 
requirements and tighten examination 
procedures of fire and casualty compa- 


nies. 

The fifth measure, awaiting the gov- 
ernor’s approval, gives the board auth- 
ority to regulate the sale of insurance 
securities. 

The governor also signed a bill 
which changes the liquidation section 
of the insurance code to speed up 
liquidations. 





Ohio Farm Bureau Makes 


Top Management Changes 


Ohio Farm Bureau companies have 
made management changes, creating 
two new offices. 

Bowman Doss, now executive vice- 
president, becomes 1st vice-president. 
C. W. Leftwich, acturial vice-presi- 
dent, will head the new office of 
product development and pricing. Har- 
ry W. Culbreth, public relations vice- 
president, will be in charge of the 
new office of human relations. 

Donald E. Kramer, who has been 
assistant to President Murray D. Lin- 
coln, becomes his administrative as- 
sistant; and George W. Campbell, 
radio and television manager in the 
public relations department, succeeds 
Mr. Kramer. 


Coan and Rush Promoted 
by Occidental Life of Cal. 


Occidental Life of California has 
named E. Worth Coan assistant con- 
troller and James W. Rush assistant 
secretary. 

Mr. Coan has been manager of pre- 
mium commission and accounting since 
1950. He joined Occidental in 1946 after 
five years with Southwestern Life. 
Mr. Rush has been manager of group 
settlements since 1953. He joined the 
company in 1950. 








Southland Life Approves 


Dallas Home Office Plans 


Directors of Southland Life approved 
Preliminary plans for the construction 
of a new 40-story home office building 
in downtown Dallas at an estimated 
cost of $20 million. Construction is 
Scheduled to begin in early 1956 while 
occupancy is planned for 1958, the 
company’s 50th anniversary year. 

¢n H. Carpenter, executive vice- 
President, said the company plans to 


B. Minehan, secretary, Charles B. Mc- 
Caffrey, director of advanced training, 
and specialists Walter H. Meier and 
William B. Lynch, all of the Milwaukee 
office, led discussions. 

General agencies participating were: 
Joseph F. Habegger, Seattle; Bert B. 


Boyd, Spokane; L. J. Evans, Portland; 
and Ray M. Wagoner, Boise. 

Similar seminars will be held in San 
Francisco and Rancho Santa Fe, Cal. 
The San Francisco seminar will be for 
30 agents from the general agencies of 
Richard J. Shipley, San Francisco; Paul 


L. Demeter, Oakland; and John S. 
Kearns, Sacramento. The Rancho Santa 
Fe seminar will be attended by 35 
agents from the general agencies of 
John S. Mage, Los Angeles; Robert W. 
Stockton, San Diego; and Harold F. 
Vinson, Phoenix. 
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Rates—$18 per inch per insertion—1 inch minimum. Limit—40 words per inch. Deadline 5 P. M. 
in Chicago office—175 W. Jackson Blvd. Individuals placing ads are requested to 
make payment in advance. 
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company. 


personnel. 





175 W. Jackson Blvd. 


A man with experience and ability in life-accident- 
health claim work may find the opportunity to 
better his situation (which, probably, is already 
good) with an established Life-Accident-Health 


To meet the requirements, this man will be 
about 35 years of age and will have a good educa- 
tional background (law graduate desirable but not 
essential). He will have a number of years of 
experience in Home Office or Home Office and 
Field operations—including supervision of claim 


The salary will be attractive even though he has 


RESPONSIBLE POSITION FOR 
EXPERIENCED CLAIM MAN 


earned substantial recognition in his present con- 
nection. He will be employed by a progressive 
company which has been doing business since be- 
fore the turn of the century and which operates 
on a national scale. He will have the opportunity 
to enroll in an excellent group insurance program 
and one of the best retirement plans to be found 


in any company. 


Write to: 


BOX F-31 
THE NATIONAL UNDERWRITER 


If you feel qualified we would like to hear from 
you. Give full details in your first letter, which 
will be held in strict confidence. All correspond- 
ence will be acknowledged, and personal inter- 
views will be arranged with the best qualified men. 


Chicago 4, Ill. 








tive bonus to the right man. 


TOP MANAGER = TOP SALARY -+ TOP BONUS 


Our "equation" for a successful manager for our new Chicago agency 
is that the salary and bonus should be equal to the man's ability. We 
want the best and are willing to pay a top salary plus a liberal incen- 


The man we are looking for has at least five years of experience as 
an agency manager or assistant manager, is between 35 and 45-years- 
old, and knows the ins and outs of the Chicago market. 

We will expect him to take complete charge of developing a new agency 
for us in Chicago, using one of the fastest selling package plans in 
the country. We are one of the leading Life and Accident and Health 
companies in the Midwest with a large percentage of our business pro- 
duced in Chicago. Replies confidential—and all of our representatives 
know of this ad. Write giving full details to Box E-70, The National Under- 
writer Co., 175 W. Jackson Blvd., Chicago 4, Illinois. 








HOME OFFICE SALES 
PROMOTION OPPORTUNITY 


One of largest eastern life companies has open- 
ing for young man as assistant to Director of 
Sales Promotion handling national advertising, 
direct mail, sales literature, etc. Field and sales 
promotion experience preferred but both not 
definitely essential if real creative ability is 
present. Write in confidence giving age, educa- 
tion, experience, and salary requirement to: 
ZF-32, The National Underwriter Co., 175 W. 
Jackson Blvd., Chicago 4, III 


ACTUARY, WESTERN COMPANY 


A small company, rec ded in Best's Life 
Reports desires an experienced actuary. Must be 
able to prepare annual reports, policy contracts, 
etc. Not necessary to belong to the Actuarial So- 
ciety. Address F-7. The National Underwriter Co., 
175 W. Jackson Blivd., Chicago 4, Ill. 














PENSION CONSULTANTS 
Are you interested in the services of a qualified 
Actuary, on an hourly fee basis, for your trusteed, 
binati group, or complicated proposals 





ocupy one-third of the building, which 





will include a 2,000-car underground 
garage and retail stores. 


Northwestern Mutual Holds 


West Coast Seminars 
Forty agents representing Northwest- 








tn Mutual Life in Washington, Ore- 
gon and Idaho attended an advanced 
‘minar at Maple Valley, Wash. 

The seminar was devoted to business 
‘surance and estate planning. William 


GROUP SALES OPPORTUNITY 


A leading, progressive company with a 
well established, growing and competitive 
group department, has opening in Mid- 
west for Regional Group Manager. Mini- 
mum of 3 years group sales experience re- 
quired. Excellent salary, incentive bonus, 
and expenses. Write fully and in confidence 
to Box F-33, The National Underwriter Co., 
175 W. Jackson Bivd., Chicago 4, Ill. 








or plan services? Will not undermine your 
chances for future insurance sales to same client. 
Central eastern location. Write Box F-26, The 
National Underwriter Co., 175 W. Jackson Blvd., 
Chicago 4, Ill. 











AGENCY MAN AVAILABLE 


Experienced in administration, agency super- 
vision, training and sales promotion. Married, 
college graduate. Will accept Home Office posi- 
tion or regional superintendent on west coast. 
Address F-36, The National Underwriter Co., 
175 W. Jackson Blvd., Chicago 4, Ill. 








ACTUARIAL 
OPPORTUNITY 


Mid-western life insurance company is 
seeking young man (preferably under 25) 
for a responsible position in Actuarial De- 
partment. Desire man who has passed one 
or more of parts 2, 3, or 4 of the actuarial 
examinations. Job offers starting salary in 
$4,000 - $5,000 range, attractive employee 
benefits, pleasant working conditions and 
ample opportunity for advancement. Re- 
ply to: 
Box F-30, 
THE NATIONAL UNDERWRITER CO., 
175 W. Jackson Blvd., Chicago 4, Ill. 














INDUSTRIAL 
INSURANCE EXECUTIVE 

A midwest casualty company needs experi- 
enced Industrial Insurance Manager to 
head up newly created Industrial Accident 
and Health Sales Dept. Must be 35 or 
under, with college education and at least 
5 to 6 years experience in industrial field, 
with good production and managerial rec- 
ord. Above-average salary with unusual 
production bonus plan. In reply give age, 
education and experience. Box No. F-39, 
The National Underwriter, 175 W. Jackson 
Blvd., Chicago 4, Illinois. 














WANTED 

Young man with insurance experience famil- 
iar with Home Office routine, some book- 
keeping knowledge; college graduate pre- 
ferred. Splendid opportunity for advance- 
ment with Chicago company. State quali- 
fications. Address F-37, The National Un- 
derwriter Co., 175 W. Jackson Blvd., Chi- 
cago 4, Ill. 
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A&H Bureau Holds 


Seminar in New York 
(CONTINUED FROM PAGE 3) 

fair amount of development of group 
selling in the rural areas, he said. 
There is a real need for more health 
coverage there, and there is increased 
ability to pay for it. Also, despite poor 
public relations, rural people will buy 
more adequate health insurance if it 
is properly sold and serviced. Better 
distribution in rural areas is needed to 
meet the opportunity. 

Something must be done to encour- 
age the youthful breadwinners to pur- 
chase sickness disability protection, 
Charles E. Stevens of Standard Acci- 
dent, said in his talk. To induce the 
young family man with his limited 
dollars to buy A&S the level premium 
to age 50 must be abandoned and pre- 
mium costs reduced. The life insurance 
approach of using rates aimed at age 
brackets with the initial premium de- 
termined by the age of the applicant 


poses certain problems in the disabil- 
ity field but is a logical approach to 
the matter, he said. Life insurance has 
made a real effort to supplement social 
security benefits but little has been 
done to supplement the benefits accru- 
ing from compulsory disability laws. 

E. A. Hauschild of Security Mutual 
Life moderated the risk selection case 
clinic. Panel members were Neil J. 
Brown of Hartford Accident, Earl J. 
Cadwell of Monarch Life, John F. 
Lydon of Ocean Accident, William H. 
Greenwood Jr. of Provident Mutual 
Life, Byron S. Davis of State Mutual 
Life, Robert J. Sullivan of Travelers 
and Harry E. Christensen of Union 
Mutual Life. 

A discussion of cancer, diabetes and 
thyroid conditions in relation to A&H 
underwriting made up the final ses- 
sion, which was presided over by Oli- 
ver P. Siegmund of General American 
Life. The panelists were Dr. Otto G. 
Goldkamp of Connecticut General 
Life, Dr. Joseph Horan of Metropolitan 
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From left to right: Vice President John L. Cameron; Thomas S. 
Muir, C.L.U.; Stanley B. Brocks, C.L.U.; Robert L. Spaulder; 
President James A McLain; Julius M. Eisendrath*; William J, 
Reilly, C.L.U.; Walter R. Wilkinson and Seth W. Ryan, C.L.U. 


Partnews 


al Work! 


GUARDIAN’s Field Advisory Board meets regularly 
with our president and home office staff to discuss 
recommendations from the field. They bring in 
ideas for improving service . . . opinions on changes 
proposed by the company. 


Many of their suggestions are quickly put into 
action . . . for we know from experience that giving 
the field force a voice in policy-making decisions 
benefits the company, the public and the men and 
women who represent The GUARDIAN 
throughout the country. 


“lt is with profound regret that we report the 
death of Julius Eisendrath, which occurred two 
doys ofter this picture was taken. 
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Life, and Dr. John Malgieri of New 
York Life. 

Dr. Goldkamp said cancer hospital- 
izations amount to more than three 
times the average hospital stays for all 
causes in his own state of Connecticut. 
Therefore, the average cancer cost 
will be three times as great as the 
average general admission for the 45- 
65 age group. 

Dr. Horan said underwriters un- 
wittingly issue health insurance every 
day to diabetics without actually un- 
derwriting them. The only way dia- 
betics can completely be screened out 
is to have a routine urinalysis and 
glucose tolerance test run on every 
applicant, and that is impractical, es- 
pecially in group coverages. Studies of 
company claims show the ratio of dia- 
betic claims to the total number of 
claims is about one-third of 1%. The 
average days of benefit per diabetic 
claim runs about 50% over the aver- 
age days per claim for all sickness 
claimants. 

* td o 

Dr. Malgieri said that when evaluat- 
ing hyperthyroid cases insurers should 
proceed cautiously and allow a suffi- 
cient period of time before considera- 
tion in order to eliminate the possibil- 
ity of recurrences and the likelihood at 
a later date of surgical intervention. 

John F. McAlevey, bureau counsel, 
discussed legislation, particularly 
North Carolina’s Blue bill, which im- 
poses on insurers an obligation to 
give a progressively larger period of 


notice to policyholders before retiring 
from an A&H risk. 

He said companies should caref 
study the probable and possible ef. 
fects of the statute if they plan to con. 
tinue to do business in that state. 





Credit Life Covers 
40% of Consumer Debt 


Nearly 40% of outstanding cop. 
sumer credit in the U. S. is coverey 
by life insurance specifically written 
to protect the loan in the event of 
death, Institute of Life Insurance re. 
ports, 

At the start of the year, life com. 
panies had $10.241 billion of credit 
life in force, 39% of total consumer 
credit outstanding, excluding single 
payment loans and service credit loans, 
The number of credit life policies ip 
force Jan. 1 was 20,998,000. 


s e e 

New credit life bought in 1954 
showed a slight decrease from the 
year before, reflecting the drop in new 
credit extended during the year. The 
year’s new credit policies numbered 
7,172,000 and amounted to $4.098 bil. 
lion. The year before, 7,382,000 new 
policies for $3.25 billion were bought, 

Death benefits have been paid in 
considerable volume under credit life 
insurance in recent years and in 
creased 20% during 1954, when $39 
million was paid. That compares with 
only $1.4 million 10 years earlier. 
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NAIC Has Heavy Agenda at Los Angeles 


(CONTINUED FROM 


PAGE 1) 








meeting at Coronado. Wells of Indiana, 
the vice-chairman of the blanks com- 
mittee, gave the report for Robinson 
of Ohio, who has been ill and was not 
at Los Angeles. 

The proposal was made at the in- 
stance of the A&H committee, Mr. 
Wells explained. It would require a 
showing of total premiums and the 
number of resisted claims. A. N. Guer- 
tin of American Life Convention read 
a statement in which he said it seems 
the only purpose is to give a ratio of 
claims resisted to total claims. This 
would not work, Mr. Guertin con- 
tended. There would be no uniformity 
between companies, there is no ac- 
cepted definition of a “resisted” claim, 
and there are no records of individual 
claims in many group cases which are 
self-administered by insured. 

Commissioners should properly take 
an interest in resisted claims, Mr. 
Guertin said, but requiring such in- 
formation in the annual statement is 
not the way to go about it. The annual 
statement is a financial report, he 
noted, and it should not contain sta- 
tistical material not germane to 
company operations. The data wanted 
could be assembled during an examin- 
ation of a company or by questions 
asked aside from the annual statement. 
He said other than the claim informa- 
tion requested he would be happy to 
recommend adoption of the report. 
Seconds to Mr. Guertin’s remarks 
were made by Carl Tiffany, a mem- 
ber of the blanks committee of H&A 
Underwriters Conference, and J. F. 
Follmann Jr., managing director of 
Bureau of A&H Underwriters. Milton 
Ellis of Metropolitan Life suggested 
that at least the group business should 
be not included because there are 
practically no complaints against it 
and gathering the data would be a 
tremendous hardship for no _ good 
reason. 

Martin of Louisiana, chairman of 
the A&H committee, explained that 
the idea is to get the companies to 
furnish information which NAIC has 
had to assemble itself at great expense. 
The time element is important, he 
added, since A&H is a critical issue. At 
Mr. Martin’s suggestion, Mr. Wells 
offered to eliminate the group report 
if the companies would then accept 
the whole, but Mr. Guertin said he 
could only reiterate his objections to 
the procedure even in part. 


Commissioner Donald Knowlton of 
New Hampshire in his presidential re- 
port at the first NAIC plenary session 
foreshadowed the reports presented 
at a committee meeting on the subject 
of FTC jurisdiction. He said it is the 
duty of NAIC “to take every possible 
step to preserve state regulation .. . 
if an understanding could be reached 
between the state regulatory authori- 
ties and the FTC that both bodies have 
the same aim and their object should 
be to prevent future violations of the 
ethics of advertising rather than pros- 
ecute unknown and_ unintentional 
violations, I believe it would be possi- 
ble to solve this problem without dam- 
age to the insurance industry and 
within the intent of congress.” 

Mr. Knowlton also touched on the 
threat of additional supervision by 
ICC, and mentioned the problem of 
uninsured pension funds and union 
welfare funds. On the latter he won- 

whether NAIC should not re- 
Commend assuming authority over 


these funds and suggest legislation for 
that purpose. 

On federal health reinsurance, Mr. 
Knowlton said he could not recom- 
mend that NAIC give its affirmative 
approval to the legislation, because it 
“is still a modified form of interven- 
tion by the federal government in the 
field of private enterprise.” 

Internally, Mr. Knowlton suggested 
that the zone meetings be made more 
“business like,” and said he “doubts 
the propriety of running a zone meet- 
ing like a miniature edition of the 
NAIC meetings.” 


Discussing variable annuities, he 
opined that before giving blessing 
to legislation permitting such insur- 
ance the subject be carefully studied. 
“A proposition such as this which may 
lead to public misunderstandings and 
disappointments should be permitted 
only with proper legislative safeguards 
and proper supervisory control. The 
problem of selling such a contract 
across state lines may require some 
uniform legislative formula.” 

Bowles of Virginia conducted the 
roll call at the plenary session, and 
the hit of the responses was that of 
Northington of Tennessee, who re- 
ferred to Tennessee as “the home of 
Davy Crockett, savior of Texas.” 

At the conclusion of this session, 
Pansing of Nebraska presided over the 
induction of 16 new admirals in the 
Nebraska Navy, they being the new 
Commissioners McConnell of Califor- 
nia; Beery of Colorado; Spellacy of 
Connecticut; Smith of Delaware; Mc- 
Carthy of Illinois; Howell of New 
Jersey; Holz of New York; Hunt of 
Oklahoma; Smith of Pennsylvania; 
Kelly of South Carolina, and G. H. 
Menefee of the Louisiana department, 
plus Asa V. Call, who is president of 
Pacific Mutual Life; T. E. Leavey, 
president Farmers Exchange; Thomas 
R. Dew, vice-president of Federal; 
L. P. Robertson, vice-president of 
Pacific Mutual, and J. J. Scheifflin 
of Federal. 

Opening remarks at the plenary ses- 
sion were by Commissioner McCon- 
nell of California and Mayor Norris 
Poulson of Los Angeles, both of whom 
expressed their faith in state rather 
than federal regulation. 

About the only thing decided by 
any of the 21 committees that met 
Monday was to hold the 1956 annual 
convention at St. Louis. The dates will 
be May 28-June 1. This was a recom- 
mendation of the subcommittee to 
study future meeting sites headed by 
Sheehan of Minnesota. Many of the 
other committees were in and out of 
the meeting rooms so fast that late 
comers never had a chance to sit down. 

. e e 

At the meeting of the uniform ac- 
counting subcommittee, presided over 
by Navarre of Michigan, the only 
matter considered was a proposal of 
Harold Bittel of New Jersey that 
another subcommittee be appointed to 
study the need for getting up instruc- 
tions for fire and casualty company 
annual statements such as now exist 
for the life blanks. Industry comment 
on this was to the effect that there is 
little or no need for such instructions, 
they would serve no useful purpose, 
and they would probably be a waste of 
time. It was decided to take no action 
on this. 

A letter from James Higgins of New 
York was read covering definition of 
acquisition expense. inspection ex- 


pense, industry uniform accounting 
committee report on bases of alloca- 
tion, functionalization of various ex- 
pense classification, and general revi- 
sion of uniform accounting instruc- 
tions, but action on it was put off 
until the meeting of the full uniform 
accounting committee. 

Among the entertainment features 
was a breakfast for the commissioners 
given by Pacific Mutual Life as the 
convention got underway Monday 
morning. On Tuesday evening Farmers 
group of Los Angeles was host at 
“Fiesta De La Mexico” at its home 
office building, and the same evening 
National Assn. of Life Insurance Com- 
panies had a reception at the Biltmore 
hotel. Wednesday evening the NAIC 
cocktail party and banquet was held 
in the Biltmore. 





New Investment Plan 
Includes Ordinary Lite 


(CONTINUED FROM PAGE 1) 
account and his values in his stocks 
that he owns to increase retirement 
income when it is combined with his 
life insurance. 

Selection of stock to be purchased 
under the plan is entirely up to the 
client, Mr. Lefferdink stated, adding 
that “no claims are made as to what 
will happen to any stock purchased or 
what that stock might buy in the way 
of income through the purchase of an 
annuity or what it will provide as 
income through dividends. The only 
thing we are saying is that life insur- 
and and savings accounts and good 
stocks are fine investments.” 

Mr. Lefferdink said the plan “cer- 
tainly isn’t a mutual fund, it is just a 
monthly investment program.” He 
pointed out salesmen have been in- 
structed to sell “the idea of the amount 
of money a person can invest each 
month, and then get the client’s in- 
structions as to how the money is to 
be invested.” 

Mr. Lefferdink opined a_ similar 
plan could be established by any 
individual using the three necessary 
institutions, adding that he and his 
associates hope the idea is good enough 
to be copied by others. “We don’t feel 
we will be successful in the long pull 
in promoting the Boulder Plan unless 
it has enough merit for other people 
to use it.” 


Travelers Raises Crane, 


Richmond and Farrell 


Travelers has promoted A. Harrison 
Crane from assistant secretary to sec- 
retary in the premium accounting de- 
partment, H. Warren Richmond Jr. 
from superintendent of the life and 
accident accounting division to as- 
sistant secretary, and G. Francis Far- 
rell from assistant superintendent of 
the life accounting division to super- 
intendent of the life and accident ac- 
counting division. 





McAndless Scholarship Awarded 


Kenneth J. Clark, who will be grad- 
uated from a Fort Wayne high school 
this June, has been awarded the A. J. 
McAndless scholarship that is pre- 
a annually by Lincoln National 

ife. 

The award, established in 1954 in 
memory of the late president of Lin- 
coln National, is an actuarial scholar- 
ship at University of Michigan, 
usually covering tuition and room as 
well as first-semester board. Summer 
employment in the actuarial depart- 
ment of the company provides on-the- 
job training in addition to the campus 
instruction. 


Hancock Slates Package 
for 10-24 Size Groups 


John Hancock will offer a new 
series of group package policies de- 
signed for groups of 10 to 24 eligible 
employes. A feature will be provisions 
for up to $2,000 for covered hospital, 
surgical and in-hospital medical ex- 
penses, subject to 80% coinsurance 
and $25 deductible provisions. 

Group life, including waiver of pre- 
mium and non-occupational accidental 
death and dismemberment are of- 
ferred up to $5,000 each. A&S is avail- 
able except in states having compul- 
sory cash sickness laws. 

The company’s group field force 
will meet with home office men at 
the biennial group seminar June 10-17 
at Osterville, Mass. 

President Paul F. Clark, Vice-presi- 
dents C. W. Wyatt and E. A. Green, 2nd 
Vice-president Philip H. Peters, Ar- 
thur C. Rogers, director of group 
sales and service, Edward L. Hanify 
and Samuel Pinanski, company direc- 
tors, and Roy Jacobus, manager of 
Ford Motor Co. insurance department, 
John Hancock’s largest group policy- 
holder, will speak. 


Two Ohio Life Bills 


on State Employes Active 


House bill 696, introduced in Feb- 
ruary by Rep. Campbell and now be- 
fore the insurance committee, would 
set up a new section in the Ohio group 
life law to create a State Employes 
Group Life Insurance Board. It would 
consist of the governor or his desig- 
nated representative, the state audi- 
tor, attorney general and chairmen of 
the senate and house finance commit- 
tees. This board would be authorized 
to negotiate with Ohio legal reserve 
life companies to effect a group life 
plan for state officers and employes. 

Every state employe, elected or ap- 
pointed, would be covered by the plan 
unless there is a specific request to be 
omitted. The premiums would be 
paid by the state up to one-third with 
the insured paying the balance. Pre- 
miums would be withheld from salary. 
Dividends from the policy will be re- 
turned to the state to reduce future 
premiums. 

The group life plan may include 
other kinds of insurance written by the 
domestic life companies. The bill 
amends the group life law by adding 
a provision which includes the state 
plan as a class. 

House bill 418, also introduced in 
February and now before the insur- 
ance committee, would eliminate the 
ban against the state or any public 
body’s paying part of employes’ pre- 
miums. (Under the present group law, 
state employes can form a group, pro- 
vided they obtain 75% participation 
and pay for the premiums themselves. ) 


Minnis & Hittle Promoted 


by American United Life 


Brady Minnis and Max W. Hittle 
have been named assistant superin- 
tendents of agencies by American Uni- 
ted Life. 

Mr. Minnis, former assistant to the 
president of Gold Seal Co., recently 
joined American. He entered insur- 
ance in Minnesota and was a super- 
visor of agencies in Indianapolis, 
Minneapolis and Bismark, N. D. 

Mr. Hittle, formerly an agency as- 
sistant, went to American from Marsh 
& McLennan. 











John C. Bratten has been appointed 
assistant district manager at Media, Pa. 
of the Gordon S. Miller Philadelphia 
general agency of Massachusetts Mu- 
tual Life. Mr. Bratten has for many 
years been with the Reese agency of 
Penn Mutual Life at Philadelphia as 
a personal producer. 
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DBL Figures in N. Y. 
Point to Lower Rates, 
Department Thinks 


NEW YORK—tThe insurance depart- 
ment has released combined experi- 
ence of insurers 1951-54 inclusive un- 
der the disability benefits law for 
“precisely” and “substantially” statu- 
tory coverage, the first over-all statis- 
tics published on DBL experience. 
These indicate that the experience 
over-all has been favorable, and Su- 
perintendent Holz of the department 
indicated that he hoped companies 
writing this type of insurance now will 
be in a position to revise DBL rates to 
bring them in line with the experience. 

The figures for 1951 show that 
$15,773,958 was paid out in losses; in 
1952 $17,542,416; in 1953 $19,136,879, 
and in 1954 $17,994,930. For the four 
years the total was $70,448,183. 

The average number of employes 
covered was 2,331,137 in 1951, 2,290,736 
in 1952, 2,313,872 in 1953, 2,218,484 in 
1954, and 9,154,000 for the four years. 


The average cost per claim was 
$117.33 in 1951, $130.36 in 1952, $139.14 
in 1953 and $144.41 in 1954. The aver- 
age for the four years was $132.63. 

The annual claim frequency per 100 
covered employes was 5.8, 5.9, 5.9, and 
5.6 for the four years, respectively, and 
5.8 average. The average weekly rate 
of benefits paid for the four years was 
$21.95, $23.39, $24.38, $24.69, and for 
the four years, $23.62. 

The average disability period was 
5.35 weeks in 1951, 5.57 in 1952, 5.71 in 
1953 and 5.85 in 1954, for an average 
of 5.62. 

The number of initial claims allowed 
for the four years ran 134,439, 134,568, 
137,540, and 124,613. 

It is noted that the figures are 
reasonably constant, and there is little 
variation between precisely statutory 
coverage and substantially statutory 
coverage. 

There is presently in progress a suit 
by several union welfare organizations 
against insurers to recover “reserves” 
for sickness disability under the DBL 
act. When the law first went into ef- 
fect, state officials wanted to be sure 
that insurers built up sufficient re- 
serves for this particular hazard so 
that they could pay claims and con- 
tinue to write the business readily. 
The rate at which the insurers have 
accumulated this particular type of 
reserve is fixed by the insurance de- 
partment each year, based on the ex- 
perience of the past year and of the 
preceding year since the law went into 
effect. 

In his discussion of DBL at the Cas- 
ualty Actuarial Society meeting in 
Chicago, Max J. Schwartz, actuary of 
the New York department, pointed out 
that in order to evaluate the figures it 
is necessary to keep in mind that there 
were two increases in the weekly ben- 
efits since the law went into effect in 
1950. Maximum benefits started at $26 
a week and were increased to $30 in 
1952 and $33 in 1954. When the rates 
were developed for use in 1950 they 
were based on the inter-company mor- 
bidity studies of Casualty Actuarial 
Society. 

He called attention to the fact that 
the experience under DBL is about 
60% of the cost of the 8-day, 13-week 
group plan. The sharp difference be- 
tween DBL and group experience is 
due to several reasons, one the differ- 
ence in definition in day of disability, 
which is the eighth day under DBL 
and which under group is the first 
day the employe does not work even 
if he is on paid sick leave. Also, DBL 


covers smaller groups, down to four, 
which was not the case under group 
plans, and there is some indication 
that the morbidity on small groups is 
better than on larger groups. 





K.O. Conn. Bills to 


Lower Insurer Tax 

HARTFORD—The Connecticut leg- 
islature has rejected two bills reducing 
state taxes on domestic insurers. One 
would have cut the tax on net pre- 
miums and annuity considerations 
from 1% to one-half of 1% in 1956, 
and to one-fourth of 1% in 1957. The 
other would have reduced the present 
21%2% tax on interest and dividends to 
an eventual one-half of 1% in 1959 
and_ thereafter. 

Both houses passed a fair trade 
practices act. 





Equitable Sales Break 


Campaign Records 


Equitable Society’s annual April 
campaign honoring President Ray D. 
Murphy broke records in volume of 
new ordinary and group sales. 

The southern department led by 
scoring 159.8% of its quota. The north 
central department was second, and 
western was third. 

Leading agents in ordinary business 
were E. E. Storey, Nashville, first; E. 
B. Wesley, Louisville, second; Z. E. 
Martin, Nashville, third. Leaders for 
ordinary sold on binder were Abraham 
Harris, New York City, first; Harry 
Steiner, Chicago, second; and D. A. 
Carter, Indianapolis, third. 

Group case credit winners were N. C. 
Strong, New York City, first; Robert 
O’Leary, Cleveland, second; and O. J. 
Snadd, Springfield, Mass., third. Win- 
ner in group volume was T. A. Ferns, 
Columbus, Ohio. 





Florida Managers Organize; 


Elect Patrick President 


Florida General Agents & Managers 
Assn. was organized at the convention 
of the Florida Assn. of Life Under- 
writers at Daytona Beach. 

R. A. Patrick Jr., Pan-American Life, 
was elected president; Winston W. 
Wynne, Connecticut General, vice- 
president, and Philip A. Hoche, Kan- 
sas City Life, secretary-treasurer. Pres- 
idents of local general agents and man- 
agers associations in the state will 
constitute the board of directors. 





Thomson Succeeds Bainard 


as Great-West Manager 


B. E. Bainard, manager of the north- 
ern Ontario branch of Great-West 
Life Assurance at Sudbury, has retired 
after 27 years of service. He will be 
succeeded by Kenneth Thomson, for- 
merly supervisor at Vancouver. 

Mr. Bainard joined Great-West in 
1928 as an agent in Winnipeg, was ap- 
pointed manager at Brandon, Man. in 
1935 and at Sudbury in 1942. Mr. 
Thomson joined Great-West in 1936 at 
Winnipeg and was named supervisor 
at Vancouver in 1947. He was regional 
vice-president of Life Underwriters 
Assn. of Canada in 1953 and is past 
president of the Vancouver LUA. 





Rules to Uphold Ind. Tax Law 


Attorney Generl Steers of Indiana 
has ruled to uphold a law passed by 
the 1955 general assembly which sub- 
jects assessment companies to the 
state’s premium tax. Mutual Benefit 
H.&A., principal company affected by 
the new law, had asked Commission- 
er Wells to request the ruling. 

The new legislation means assess- 
ment companies will pay the premium 


tax, which is 3% less deductions for 
losses and return premiums. Prior to 
the new law assessment companies 
were exempted by an 1897 tax. Mu- 
tual Benefit, the same as Indiana do- 
mestic companies, had been paying a 
gross income tax and requested the 
ruling to make certain it would not 
be subject to both the gross income 
and premium tax. 





Kansas Liberalizes Group 


Life and Blue Cross Laws 

The Kansas legislature liberalized 
group life laws and also the powers of 
Blue Cross and Blue Shield organiza- 
tions. House bill 60 reduced the mini- 
mum size of a group from 25 to 10 
and also increases the former limita- 
tion of $20,000 group insurance on any 
one person. Under the new provision, 
the maximum is $40,000 or 150% of 
the annual compensation of the in- 
sured person, whichever is less. 

House bills 144 and 145 permit Blue 
Cross and Blue Shield organizations to 
participate in reinsurance contracts 
with the federal government and also 
to write major medical insurance, the 
latter by eliminating the one-year 
limitation for the inception of bene- 
fits due. The one year limitation for 
retroactive readjustment of premiums 
in experience rating plans and the 19 
year age limitation on children in- 
sured as dependents of policyholders 
were also eliminated. 

The model unfair methods of com- 
petition act was enacted in senate bill 
281, with minor variations. 





Non-Can Reinsurance 


Treaty Signed in Indiana 


What appears to be the first non- 
can reinsurance treaty since the 1920’s 
has been negotiated in Indianapolis. 
Ceding company is Disability Income. 
The reinsurer wishes to remain un- 
identified. 

During the 1920’s, a number of 
such treaties were negotiated. As far 
as is known, all were cancelled as to 
future writings in the early 1930’s 
and no new ones have been made for 
a quarter of a century. 

The agreement with Disability In- 
come covers total and partial dis- 
ability from both accident and sick- 
ness as well as loss of sight and dis- 
memberment on all 16 of the com- 
pany’s policy forms. 

In view of the reinsurance arrange- 
ment, the company is doubling its 
maximum issue from $200 a month 
to $400 and its maximum participation 
from $600 to $750 on total earned 
incomes over $20,004. 

Disability Income, incorporated in 
1948, is headed by Richard A. Calkins 
as president, and Oren D. Pritchard 
as chairman. Mr. Pritchard is In- 
dianapolis manager for Union Central 
Life. 

Spokesman for the reinsurer re- 
quested that its name be withheld 
since it negotiated the treaty as an 
experiment and wishes to gain ex- 
perience and data before making any 
more such agreements. 


BARE Omitted from Ind. Exhibit 

Benefit Assn. of Railway Employees 
inadvertently was omitted from the 
exhibit in THE NATIONAL UNDERWRIT- 
ER showing the amounts of new life 
business written in Indiana in 1954 
and insurance in force at the year end. 
BARE had new ordinary business of 
$481,069, with $1,680,161 in force at 
the year end. New group business 
during the year was $1,198,546, bring- 
ing total group in force at Dec. 31, 
1954, to $73,253,871. 








Lindquist Leaves Michigan Dept. 

LANSING, MICH.—Jerry Lindquist 
has left the Michigan department’s 
examining force to become a junior 
partner in Tiffany & Co., Chicago 
consulting actuaries. He was given a 
farewell party by his colleagues and 
presented a gift. 


Equitable of Iowa 
Promotes Seven 


Equitable Life of Iowa has namg 
financial vice-president James 4 
Windsor to the board and promote 
P. C. Irwin to vice-president an 
actuary, head of the insurance depart. 
ment. The company also announcg 
four other promotions on the actuarial 
staff and three additions to the execy. 
tive committee. 

Mr. Windsor joined the company jp 
1931 and has been head of the inves. 
ment division since 1948. 

Mr. Irwin, who joined Equitable ip 
1919, succeeds R. C. McCankie wh) 
retired after 35 years of service. Mr 
McCankie, a member of the boar 
since 1948, will continue to serve ip 
that capacity. 





J. H. Windsor P. C. Irwin 


R. E. Fuller, agency vice-president, 


Mr. Irwin and Mr. Windsor were 
named to the executive committee. Mr. 
Fuller joined Equitable in 1924 and 
has headed the agency department 
since 1939. 

Other promotions included W. D. 
McKinnon to underwriting vice-presi- 
dent, A. O. Groth to actuary, and 
Kermit Lang and T. A. Moilien to 
associate actuaries. Mr. McKinnon 
joined the company in 1923 and was 
named actuary in 1948. Mr. Groth 
went with Equitable in 1927, Mr. Lang 
in 1935 and Mr. Moilien in 1939. 





Republic National Promotes 


Jeffett and King 


Republic National Life has named 
Frank Jeffett assistant vice-president 
of the reinsurance division and Char- 
les King special reinsurance represent- 


ative. 

Mr. Jeffett joined Republic in 1954 
after working with Aetna Life in 
Arkansas and Fidelity & Deposit. 

Mr. King was formerly with the 
underwriting department. 


N. H. House Kills Tax Bill 

The New Hampshire house has de- 
feated a bill that would have placed 
life policy proceeds in the same cate- 
gory as legacies and made them sub- 
ject to state taxation. 








Correction on Hancock Policies _ 

The policies up to $2,000, which will 
be issued by John Hancock on children 
in New York state for ages under 6 
months to 4% years, will provide one 
fourth of the sum insured for death 
before the insured’s attaining age 6 
months and not one-half as report 
in THE NATIONAL UNDERWRITER of May 
at. 


MELVIN E. MARTINDALE, 40, 2¢- 
tuary with Government Personnel Mu- 
tual Life at San Antonio, Tex., was 
found shot to death in a San Antonio 
hotel room. He had been an actualy 
with the life division of the Texas de 
partment and associated with Rudd & 
Wisdom, Austin actuarial firm, prio 
to joining Government Personnel Mu- 
tual. 
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Life 
A&H life insurance in force exceeds 
oe | $750,000,000.00 
Franchise if | e 
Hospitalization 
Brokerage 
Reinsurance PLUS: One of the most advanced agents 
training programs in the nation . . . 
Supervised offices . . . Trained Group 


men to assist agents . . . An alert 


Top commissions. 


REPUBLIC NATIONAL LIFE 


INSURANCE COMPANY 


Theo. P. Beasley, President Home Office, Dallas 


Underwriting and home office staff . . . 
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Family Counselor... 


The Life Underwriter helps in the making 
of plans for the welfare and security of 
the family. 

Fidelity is proud of its life underwriters 
and family counselors and of the great job 


they are doing in the field. 


The 
FIDELITY MUTUAL 
LIFE INSURANCE COMPANY 


THE PARKWAY AT FAIRMOUNT AVENUE 
PH(LADELPHIA © PENNSYLVANIA 


















walking or 
riding... 












here is the first all-inclusive approach to protection 





against today’s high-speed travel risks! 





$.0.$. ... an entirely new concept in travel accident insurance ... is 
designed to cover the whole travel hazard, not just a part of it. 
High-limit, low-cost protection ... offering A D & D, optional med- 

ical expense, optional time loss indemnity . . . this exclusive Continental 
contract covers: 

@ being struck by any land, air or water conveyance 

@ while driving (except for hire) any automobile or any land or water 

craft 

e while riding as a passenger in any automobile, taxi, bus, street car, 
train, motor or sail boat... any land or water conveyance 
while flying as a passenger in any licensed aircraft ... commercial 
lines, private or company planes, chartered or other aircraft having 
NC or N certificate 


Offered to men and women, ages 25-70, this broad, world-wide protec- 
tion can be your biggest single source of income in 1955! To learn why, ask 

= for complete details and free specimen sales kit. Also 
— ask for current copy of Facilities Guide and open up a 
whole new field of income opportuni- 
ties in A H & H. Address America’s 
No. 1 Accident & Sickness Insurance 
Company®, Dept. 317. 








~ Continental 
CASUALTY COMPANY 


310 S. MICHIGAN AVE. +« CHICAGO 4, ILL. 


ASSOCIATED COMPANIES: 
Continental Assurance Company « Transportation Insurance Company 





United States Life Insurance Company 


‘America’s Department Store of Insurance” 





Where were 
you on the 


night of 
June 6? 





HE UCLIC MEN who filled their quota were at Thousand Islands 
for the great Pow Wow — the first annual Agency Meeting — 
a four-day expense-paid session of fun and business. 
Where will you be this time next year? 
Ask yourself a few searching questions about your present chances. 
If your outlook is dim, check into this fast-developing, energetic 
young company with a growth record that’s the cat’s meow. 


Roy A. Foan, Vice President and Director of Agencies 


A network of General Agencies throughout Union’s 16 states is 
presently in formation. A few choice territories are still available. 


NION CASUALTY AND 
LIFE INSURANCE COMPANY 


17 East Prospect Avenue, Mount Vernon, New York 





